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Prepare Now for the Peak 
The High Point of Retail Selling Is June 


PRIL business at retail has 
A compensated in part for the 
lack of business in the pre- 
vious months of this year. Many 
merchants look upon the business up 
to Easter as they would a race that 
rushes to a quick finish after a slow 
start and a plodding mid-distance. 
If some of these merchants will lock 
at their selling figures of a year ago 
they will see that Easter was not the 
finish of the race, but just one of 
the laps that lead to a profit. 

A number of cases of actual shoe 
selling figures indicate that June is 
the banner month of the year. The 
proportions, as worked out in Bulle- 
tin No. 59 of the Harvard School of 
Business Administration, show that 
if April is rated at 114, being 14 
points above average monthly sales 
of 100, then the month of May shows 
105 sales. The same measuring 
stick would show in the month of 
June 126 pairs of shoes sold. 


HERE are a number of good and 
sufficient reasons why June this 
year should have an opportunity of 
topping these figures. The slow 
spring, the quick Easter, a more 
colorful May and a sandal June 
ought to develop for the first six 
months of this year a volume of sales 
satisfactory to every mer- 
chant. The fight for business 
previous to July 1 is going 
to make the next ten weeks 
the most active in the history 
of the retail shoe business. 
The week immediately pre- 
ceding Easter has developed 
a phenomenal demand at re- 


tail. It is encouraging, but should 
not be considered the peak. The 
thing to do is to keep up almost the 
same speed of selling effort for the 
ten weeks to July 1. 


E big buyers were ready on 
Monday following Easter to order 
shoes for the next selling period. In 
the opinion of two representative 
shoe men a real opportunity for 
profit rests upon the selections made 
for this period. 

Geo. Turrell of the Turrell Shoe 
Co., Seattle, Wash., wires: “Colored 
shoes will sell right through the sea- 
son, but the importance of black 
footwear should not be overlooked. 
We expect a limited business on 
whites.” 

Harry McLaughlin of the Potter 
Shoe Co., Cincinnati, Ohio, wires: 
“For after Easter buying, which 
means June 15 delivery, my sugges- 
tion would be to cover on genuine 
reptile leathers. There will, no 
doubt, be a scarcity of snake, cobra, 
lizard, and possibly alligator. These 
numbers are for late summer and 
early fall. For immediate wants we 
suggest black in patent leather, and 
especially white linen for daytime 
wear. For size-ups, we suggest 
water lily, light parchments in all 


the wanted styles of summer shoes. 
This, of course, depends upon the 
locality. Business very good on 
colors and is up to our expectations.” 

Sell shoes in their season. Don’t 
accumulate stock for mid-summer 
clearance. There won’t be as much 
money in profits after this summer’s 
clearance period. The store that has 
shoes piled up in its basement, as 
against the time when a possible 
profit can be made on their sale, is 
going to find its losses pyramiding. 
Some shoes have got to be handled 
as if they were perishable fruit. 
They are good when the public wants 
them and absolutely valueless when 
the thrill of demand departs. That’s 
what makes the five dollar shoe and 
the sixteen dollar shoe meet on the 
same bargain table at a dollar price 
when its color interest is gone. 


HE high fashion game today is 
to the quick. Every shoe bought 
catries with it the thrill of selling 
adventure. The thing to do is to 
buy with an understanding of pos- 
sible public demand, then to have the 
publicity matter prepared even be- 
fore the shoes come into the store. 
Then, when the shoe is ready for 
public presentation, it has got to be 
pushed at a profit and watched every 
minute. When it shows weak- 
ening demand, an immediate 
clean-up is needed. A lot of 
the early clearance sales have 
resulted from errors in buy- 
ing, plus holding on to styles 
after their popularity has de- 
parted. Time has now become 

the most important factor. 
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Why Not Make It “Black AND Tan” 
Instead of “Black OR Tan’? 


Tans Picked to Win the Next Four Rounds—Fight to Be Staged 
May, June, July and August 


“Mighty daks from little acorns grow.” 


“Mighty aches from little toe corns grow.” | 


“Mighty movements from little slogans 


grow.” 


ICK any of these three sayings and con- 
>. it in the light of what has happened 
in the men’s shoe business. If the slogan had 
read “Patent leather shoes after six o’clock” 
it would have gone a far distance toward help- 
ing the sale of more pairs of shoes. The say- 
ing in the trade, “Emphasize and reiterate” it 
month after month, “No tan shoes after six 
o’clock’”” may not be entirely responsible for 
the wave of black that came into the men’s 
footwear. This thing is certain—the shoe mer- 
chant who sold blacks, discovered that they 
covered a multitude of shins, and what is more, 
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served for all purposes of dress. The blacks 
fill the entire picture of a man’s shoe needs— 
that is, right up to now. 

Now is being staged all over this country 
the battle of blacks and tans. A real fight has 
been staged for the months of May, June, July 
and August. Place all your bets on tans to 
win over blacks. The sun is shining. The 
hotter it gets, the hotter the black shoes become. 
A man wants a change. He may not go the 
whole distance in summer-weight shoes, but 
he is going to step into tans in May, June, 
July and August. 

There is a new tan hope that is showing 
great development. Blacks have served their 
purpose; they have helped to retire a lot of 
shabby tans, particularly those high yellow and 
blond numbers of last season. Take a good 
look at the statistics of production and you 
see that January of 1927 shows an increase 


‘over the corresponding period of a year ago 


of 399,748 pairs of men’s shoes, or the equiva- 
lent of 5.83 per cent, and a phenomenal increase 
in boys’ shoes. The production in January, 
1927, was 2,088,982 pairs, as against 1,640,- 
195 pairs over a year ago, an increase of 448,- 
787 pairs, or better than 27 per cent. All ye 
men’s shoe men take heart. This is the shoe 
year when the men’s game will have both sun- 
light and profit. 

Now let’s look at the figures of February, 
1926. 6,672,486 pairs were produced, and in 
February, 1927, 7,770,064 pairs, giving us 
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The greatest op- 
portunity the 
men’s trade ever 
had of putting 
over kidskin ox- 
fords in the 
browns and tans 
is in the mid- 
summer period 
just aheakhk They 
are true summer- 
weight styles for 
comfort 






































an increase of 1,097,578 pairs, or the equivalent 
of 16.45 per cent. Boys’ shoes also show an 
increase from 1,664,604 pairs in February, 
1926, to 1,832,013 pairs in 1927, a definite in- 
crease of 167,409 pairs, or 10.06 per cent. 

Figures speak louder than words and these 
authentic figures indicate that merchants have 
set themselves for a better men’s shoe year. 
The increase deliveries of January and Febru- 
ary indicate the trend in the right direction. 
The East has played the game of black very 
strongly in the first four months of 1927. 
The demand went as far west as Des Moines, 
but thanks to Texas and the South, tans are 
selling four pair to one pair of black. 

Hurry up, sunshine. Let’s have more tans 
in May, June, July and August. They are 
needed to make this a banner men’s shoe year. 
The Summer-weights will help, but what is 
needed more than anything else is Summer 
colors. The subject of weight has _ been 
stressed too strongly as implying thickness 
and substance of soles. The true summer- 
weight shoe has as much sole material over 
all, though it looks lighter, but it has lighter 
uppers, plus skeleton linings. 


Just as men go into lighter hats in both color 
and weight, so the opportunity is for lighter 
shoes in color and weight. The hat man has 
helped the shoe man this year by bringing out 
early in the season light and new colors in 
hats, to be followed by nifty straws. This 
vear gives promise of being a great men’s shoe 
vear if the battle is fought out on summer 
stvle shoes with more emphasis put on the 
color than on anything else. 


* * * 


Darker Tans in London 
By W. Hamilton Gordon 


LONDON, 14.—In an 
way London is just as noted for the men’s 


unobtrusive 


April 


footwear it produces as for its Savile Row tail- 
It has “artists” in footwear just as it 


oring. 
has in clothes. “Such production is hardly 
“manufacture” so much as “footwear archi- 
tecture” carried on by master craftsmen who 
have each a museum of lasts of their custom- 
ers’ feet, employ labor that a hereditary instinct 
and aptitude for the work, use the finest ma- 
terials, and build boots that will last for years 
—not fogetting to charge accordingly. By 

[CONTINUED ON PAGE 48] 
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Getting More Shoes Sold Right 





Don’t Generalize 


HEN you pick any one State and say mer- 

chants are not paying their bills, you do 
many a merchant in that State a great injustice. 
Prosperity or failure isn’t a matter of geography. 
There are countless examples proving that there 
are retail shoe businesses enjoying wonderful pros- 
perity, even though the national average the coun- 
try over might show no profit above living expenses 
to an industry. 

Two very definite examples have come to our at- 
tention of manufacturers asking prosperous con- 
cerns to send a check for half of the total amount 
of the order in advance of the shipment, with a 
thirty day trading acceptance for the remainder. 
These stores are penalized by general financial re- 
ports prepared a thousand miles from the particu- 
lar section considered subnormal. 

Credit is a matter of honorable contact between 
two parties. The reason why more shoes are not 
exported is because some credit men consider all 
foreigners as poor business risks. One of the 
greatest houses in England was refused a bill of 
shoes unless the goods were paid for in advance of 
shipment, when the slightest commercial inquiry 
would have brought out the fact that the house 
had a reputation of paying every obligation, and 
had never returned an item. For a $600 sale a 
business insult was made that did irreparable dam- 
age to many other American concerns. That En- 
glish house won’t buy anything from America, be- 
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cause of the unbusinesslike methods of some shoe 
manufacturers. 

For any long established shoe concern in Ameri- 
ca to be forced to send check prior to shipping 
shoes, when its financial standing, responsibility 
and practice of taking all discounts is known and 
acknowledged, is an insult of serious moment. 
Why should that store be penalized by a general 
statement that “business in its section is extremely 
unstable?” Forget geography—consider the indi- 
vidual business and its responsibility. 
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Insulting Intelligence 


F a retailer expects woman to buy beautiful 
shoes, made from the finest materials and with 
the most excellent workmanship, and make her 
selection in an environment of refined luxury and 
to pay the price of the merchandise and the ser- 
vice, why does he advertise in the same terms as 
the “outlet” unloading salvaged stocks, and at cut 
prices at the very height of the selling season? 

If price is the important factor, why supplement 
the argument with an advertising patter that would 
insult a customer in the store? If the average shoe 
retailer addressed his wife in the language he uses 
in his advertising, he would lose his happy home in 
about thirty seconds. Imagine a retailer address- 












ing the customers entering his front door in the 





stilted terms of his advertisements. 

Give a reason for visiting your particular store. 
In effect, the reader understands that the same ser- 
vice goes with the $1.95 shoes and the $15 shoes. 
It may be that the reason for the decline in the con- 
sumption of shoes in the past fifteen or twenty 
years is the result of modern advertising to the con- 
sumer. You can insult the intelligence of the cus- 
tomer, but you can’t fool her. 

By urging price as the paramount inducement 
to purchase, the retailer is educating his market to 
always think of footwear in terms of dollars. When 
the dealer always emphasizes price, he is suggest- 
ing that it might be well to look further and buy 
cheaper. 

It is a paradoxical situation when retailers are 
endeavoring to create a millinery appeal in foot: 
wear and emphasize cheapness in the same ad, for 
the description is always subordinate to price (ig- 
ures. 
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Peddling Men’s Shoes 
Everywhere 


TRAVELING salesman for a manufacturer of 
men’s shoes was talking to a shoe merchant 
recently and after a few minutes asked: “Why is 
it that I cannot sell you more shoes? I used to 
sell you a lot. Now your purchases are only about 
half as large. Your town has gained largely in 
population. Tell me, frankly, is it the fault of the 
shoes, or have you just weakened on the men’s end 
of the business?” 

To which the merchant replied: “Ii is true I 
used to buy a lot of shoes from you, but that was 
when I was selling a lot of men’s shoes. Now I 
am selling just half as many. With a large in- 
crease in population I am selling fewer and fewer 
men’s shoes every season. It is not the fault of 
the shoes. I have not weakened on the men’s end 
of the business. But the men’s end of the busi- 
ness has weakened on me.” 

“Ten years ago,” he went on, “with only about 
10,000 people in this 
town, I sold twice as 
many men’s shoes as I 
do today. But there 
were only four shoe 
stores in the town. All 
of us were doing well. 
Today there are ten 
shoe stores and thirty 
other places where 
shoes are offered for 
sale. Walk down the 
street and size up the 
stocks of shoes. You 
will find that almost 
every store in town ex- 
cept the grocers and 
hardware dealers are 
carrying a small stock 
of shoes. Every cobbler, 
almost, has a few men’s 
shoes. Little clothing ‘i 
stores carry them. Lit- 
tle hole -in- the - wall 
places that have no li- 
cense to handle shoes 
have a stock of men’s. 
Every pair sold by 
those places takes away 
a pair from me and the 
other legitimate shoe 
merchants. Do you still 
wonder why I do not 
buy as many shoes from 
you as formerly ?” 

This merchant is cor- 


desk. 
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The Reason Why 


FRANK P. MEYER 
Danville, Ill. 


The Boot and Shoe Recorder is a most important 
text book in the business of selling shoes and run- 
ning a shoe store properly. 

I take my Recorder home with me the day it 
comes in and I read it from cover to cover. 

I find the advertisements among the most import- 
ant part of the reading, for often do I find there 
something that I have been looking for. 

If you want to get on in the shoe business you’ve 
just got to read your shoe paper through from 
cover to cover every issue. 

Best wishes, 


(Signed) FRANK P. MEYER. 


If you don’t know Frank Meyer personally, 
you've missed a lot. 

He talks just like he writes, and he acts just 
like he talks. 

He’s a bear for ideas, and is always on the 
look-out for “something new.” 

The Recorder can always be found right on his 
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rect in his assertions. Manufacturers in their 
greed for more pairage have sold shoes to places 
that have no right to be in the retail shoe business. 
And that is one of the many reasons why the men’s 
shoe business is mentally low. Bring back the 
sound service of a regular shoe store, or depart- 
ment of a store, in fitting service, in real thought- 
ful shoe selection, and let’s have less of “handling 
men’s shoes.” 
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More Business and 
Less Cabaret 


NE of the refreshing signs in the shoe trade 
is the tendency of convention program mak- 
ers to lay out business programs and omit the 
play. We all love fun and jollity. Every he-man 
wants to kick up his 
heels a bit when he goes 
to a convention. But 
he does not care for too 
many night _ sessions 
and jazz, especially if 
he is there to buy shoes. 
It is hoped that the 
conventions of the pres- 
ent year will cleave 
more closely to the line 
of “Business first and 
fun after that.” Let 
the big “blowouts,” 
banquets, model pa- 
rades, jazz and cabarets 
come along at the tail 
end of the _ sessions 
when all the shoes have 
been bought and the 
tired business men 
want to relax. 

And above all keep 
the programs of fun 
clean and orderly so 
that the visiting mer- 
chant can go. back 
home and feel that 
while he had a good 
time he did not stultify 
himself. One merchant 
put it very aptly when 
he said: “I never go 
to any place where I 
would not take my wife 
») or daughter.” 
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President. 














BOOT AND SHOE RECORDER 





April 23, 1927 








The Step-In, A Classical ‘Type 


Its Gore-Control Permits Distinctive Ornamentation 


which have appeared week by 

week as a definite trend in the 
direction of showing that the shoe 
store’s stock has within it certain 
fundamental types of shoes salable 
at all times, we now proceed to the 
step-in. 

The classical simplicity of this 
shoe makes it constantly good. It 
should have a proportionate repre- 
sentation in every store’s stock. It 
permits of a wide selection of colors 
and materials, as well as methods of 
ornamentation, in leathers as well 
as in metal effects. 

In this series we have shown the 
place and purpose of the pump, one- 
strap, the oxford and the tie, and 
this step-in covers that classification 
of shoes that have goring concealed. 
The gore control hugs the waist of 
the foot and is one of the easiest 
fitters carried in stock. 

The shoe illustrated is in line 
with the new trend toward lower 
heels. It is built in the light tan 
calf leathers, thus developing a mar- 
ket for that material. Similar types 
of shoes are built in all of the ma- 
terials. 

The experiment of this pattern 
for three years has proved that it 


ik this series of classjcal shoes 


is acceptable to many women. The 
woman customer expects her retail 
shoe merchant to show her the vari- 
ous types of shoes and their place in 
the scheme of dress. With simple 
costumes prevailing this summer 
and fall, this type of shoe has an 
increasing place, because the orna- 
ment thereon is one of the few 
points of ornamentation in her en- 
tire costume. Women are asking for 
more information on footwear than 
ever before. 


“The ultimate consumer wants 
the retail merchant to be her 
buyer and not merely a repre- 
sentative of the manufacturer. 
She wants him to know quality 
and to be able to tell her the 
facts about the merchandise she 
needs.” j 


HE above is quoted from remarks 
made at the Dealers’ Service Con- 
ference in Dayton, Ohio, recently, 
and the speaker was Mrs. Edith Mc- 
Clure Patterson, representing the 





Prepare NOW for the peak of 
retail selling in June!! 








General Federation of Women’s 


Clubs. 


HERE’S food for thought in Mrs. 

Patterson’s words. Notice the 
stress laid upon the statement that 
the consumer wants the merchant to 
be her buyer and nothing else. She 
wants him to represent her when 
he goes to the sample room. He 
should be there as her representa- 
tive and not as a representative of 
the manufacturer. 

Your especial attention is directed 
to the italicized word “facts” in the 
last paragraph. Facts. Facts. Not 
only does the consumer want quality 
but she wants facts concerning the 
goods. 

Women are very much alive to 
conditions. They are _ studying 
things. They are holding meetings 
and discussing matters concerning 
their purchases. 

When women begin talking out 
in meeting about such things it is 
time to lend an ear. Some day 
they will take up shoes as well as 
foodstuffs. Then the shoe trade 
would do well to be conducting a few 
little educational and informative 
institutes to which women’s clubs 
and parent-teacher clubs are invited. 
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The First Profit-Discount 


ISCOUNTS which are al- 
D lowed for prompt payment 
and which one loses if pay- 
ment is delayed beyond a specific 
time should be ignored in consider- 
ing cost price. A cash discount 
when earned is profit. It is some- 
thing which is earned by being able 
to control one’s finances so skilfully 
that prompt payment can be made. 
We should distinguish between 
buying profits and selling profits. 
Buying profits are the result of tak- 
ing cash discounts, of buying for 
spot cash at a below market price, 
and by buying merchandise which 
advances in price while in stock. 
Of course, the average retail mer- 
chant may not care to bother with 
keeping buying profits separate 
from selling profits, but he should 
certainly remember that buying is 
as responsible for profits as is sell- 
ing. If he is skillful in anticipat- 
ing the market and in being first 
to offer novelties, let him credit a 
portion of this profit to “buying.” 
The writer believes that the pres- 
ent accepted method of figuring 
costs is illogical. To be logical, the 
cost of an article should be the in- 
voice price of the goods, plus all the 
bare expenses involved in ware- 
housing and handling the goods un- 
til sold to the consumer. 


By Harold Whitehead 


Nationally known business expert 


Especially necessary does this ap- 
pear in view of the recurring agi- 
tation to have cost prices placed on 
goods. When a manufacturer buys 
raw material, he does not call the 
cost of it his cost price for his fin- 
ished product. Neither should the 
retailer consider the invoice price 
on his goods his cost price. He 
should add his rent, general ex- 
penses, insurance, taxes, office and 
supervision salaries and all ex- 
penses except those directly con- 
cerned with selling to his invoice 
price and consider that figure his 
cost price. 

Naturally, much care is necessary 
to see that these items of expense 
are properly proportional. If this 
is done, retail merchants would be 
spared the illogical criticism of “too 
much profit” which comes from 
more or less public men whose main 
knowledge of retailing comes from 
taking home “some things” for the 
family. 

The following table covers the 
average discounts allowed in vari- 
ous lines. Study it. Realize how 





much it costs you to lose discounts 

and you will gobble them up like a 

hungry turkey gobbles corn. 
» Cash 30 days net 


Cash 30 days net 
4 Cash 30 days net 


per year 
per year 
per year 


5% Cash 30 days net B09 = year 


er year 
per year 
per year 
per year 
per year 
per year 


% Cash 30 days net 

® 10 days 30 days net... 
2% 10 days 30 days net... 

/ 10 days 30 days net... 
5% 10 days 30 days net... 

% 10 days 30 days net... 

/ 10 days 60 days net... 7.2% per year 

10 days 60 days net... 14.4% per year 

/ 10 days 60 days net... 21.6% per year 

10 days 60 days net... 36% per year 

% 10 days 60 days net... 57.6% per year 

Cash discounts are closely con- 
nected with profit. “Two per cent 
ten days” is too important a source 
of revenue to be neglected, but how 
few retailers secure all their dis- 
counts. It is better by far to bor- 
row the money at 8 per cent per 
year than to lose any cash dis- 
counts. 

A merchant’s credit rating is en- 
hanced if he earns the reputation 
of being prompt in the settlement 
of his bills. 

That reason alone is sufficient to 
justify borrowing from the bank to 
pay creditors promptly. But the 
difference between bank interest 
paid and cash discount saved is too 
great to lose. 

If you let the account run for 
thirty days before paying (at 

[CONTINUED ON PAGE 48} 
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If Sales Are Off, Try 
a Poker Party 


HE only poker 

party or rec- 
ord which can be 
said to have def- 
initely benefited 
the shoe industry 
was pulled off 
during March by 
retail salesmen in 
the employ of 
Wise Shoes, Inc., of New York City. 
It was a “deuces wild” game and re- 
sulted in some 5000 two-pair sales 
in the company’s stores in New 
York, Brooklyn, Newark, Philadel- 
phia and Baltimore. The rules of 
the contest, as outlined by a ficti- 
tious character who acted as the 
dealer and who rejoiced in the title 
of “The Chief Kibitzer,” were as 
follows: 

“1. Definition: A deuce is a two- 
pairs-to-one-customer sale. The 
The third pair, fourth pair, etc., to 
one customer will be considered an 
extra deuce. 

“2. Prizes: To the salesman mak- 
ing the highest number of deuces 
during March, $25. To the second 
highest, $15. To the third highest, 
$10. 

“3. Consolation pot: For every 
deuce a man earns in March he earns 
one chip in the Big Consolation Pot. 
When the contest is over, the dealer, 
blindfolded, will draw three chips 
from the pot. The owner of the first 
chip will win $5. The owner of the 
second chip will- win $3. The owner 
of the third chip will win $2.” 

Weekly notices were issued to all 
participants, giving results of the 
jack pots to date. 











The Chief Kibitzer 
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( Other 


Peoples Ideas) 


by Harry R-Terhune 


73 NE of the hardest things 

we shoe merchants who 
do business in the smaller cities 
have to contend with is the 
buying of fashion shoes in suf- 
ficient quantities to insure the 
proper fitting, and at the same 
time not to have too many of a 
kind. If we buy and sell 36 
pairs of a striking pattern, it 
almost puts the women of our 
town in a uniform,” said 
George A. Byrd of Greenwood, 
S. C. 


Where Ignorance Is Bliss 


HIS week’s prize of a “rubber 
razor” goes to George Kramer 
of Columbia, 8S. C., for his telegram 
on ‘How to dispose of a couple of 


hundred stickers.” Said wire con- 
sists of ten words: “Have someone 
sell ’em who don’t know they are 
old.” It actually happened this way. 

The stickers, which had survived 
a Dollar Day, were tied, tagged and 
put on a table in the rear of the 
store. A couple of girls who had 
had slight shoe experience were 
hired to do the selling. The girls 
sold shoes that Mr. Kramer and his 
men were afraid even to show their 
customers. Not a pair came back 
for refund or exchange; which is 
proof positive of the success of the 


idea. 
* * *% 


New Spot-light Display 
Idea 


Y playing a powerful spot-light 
on the floor, just inside the door 
each night, the Saxon-Cullum Co. of 
Columbia, S. C., gained quite a bit 
of extra good display space. The 


field Editor 


spot brightly illuminates a six foot 
circle which, by contrast with the 
dark store, is really more prominent 
than the windows themselves. Then 
the fact that the display is changed 
nightly causes the regular passersby 
to investigate the new showings. 
Many “next day” favorable com- 
ments are heard. 
*% * * 


Fred Higgins Gives 


Money Away 


RED HIGGINS of Rome, Ga., is 

working one of the best adver- 
tising stunts seen in a long while. 
He gives away money. Not real 
money, but a bright metal token the 
size and color of a five-cent piece. 
These cost him about $8.50 for 500. 
They are made up with his name 
and address on one side and on the 
other side it states that they are 
good for five cents in trade. Only 
one token is allowed to apply on each 
separate article purchased. A good 
bit of response has been felt since 
they have been distributed around 
in the mills and schools in town. 

The big job for a new store is to 
get people to visit it. These tokens 
are accomplishing that purpose. 
Good salesmanship, good merchan- 
dise and a friendly manner will make 
these chance buyers regular cus- 
tomers. One thing Mr. Higgins 
added. The next lot of tokens he 
has made are to be of a twenty-five 
cent value and will be good only on 
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Two Cards Which Breed 
Good Will 




















Hine> FREE 
COMPLIMENTS OF 


POLLOCK’S 













Goop ror Tuiety Days 





ERE are two ideas from Pol- 

lock’s store of Asheville, N. C. 
After a sale is made, the salesman 
takes from his pocket a small card 
that entitles the customer to have 
his shoes shined free for the next 
thirty days. To make this personal, 
the salesman signs his name on the 


‘card in the presence of the cus- 


tomer. 

In each package is a slip that is 
also signed by the man making the 
sale, on which he thanks the cus- 
tomer for the patronage. There is 
no doubt about the amount of good 
will which has been created by these 
small, inexpensive bits of advertis- 
ing. 


Good Hosiery Display 


GOOD counter display of wo- 

men’s stockings sold 268 dozen 
in the last six months in Freedman 
& Co.’s store, Rome, Ga. Manager 
Esserman is of the opinion that if 
he showed stockings in the ordinary 
way, he would be doing only an or- 
dinary business. 

Commenting on the different view- 
points taken by male and female 
customers, he said: 

“Tf the sole of a man’s shoe wears 
through in six months, there is usu- 
ally a kick coming, but should the 
sole of a girl’s shoe wear out in 
three weeks, she will dismiss it with 
a, ‘Well, it is time to get another 
pair, anyway.’ ” 
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Speedy Merchandising 


OW is this for quick action? W. 

G. Thompson of Charlotte, N. 
C., advertised a new colored kid 
sandal one Wednesday. The evening 
newspaper carrying the ad was de- 
livered to a woman living in Salis- 
bury, 44 miles away, that day at 4 


-_p. m. She telephoned for a pair of 


the shoes, and they arrived on the 
train that got into Salisbury at 6 
o’clock the same night. A letter say- 
ing that the shoes pleased, and the 
always welcome cash, were in the 
store at 8:30 the next morning. 


* * * 








Teaching Men to 
Grade Up 


N Macon, Ga., D. T. Jennings 

operates the shoe department in 
the clothing store of R. S. Thorpe. 
He has a continuous shoe sale that 
is never advertised, and yet he never 
runs a “sale.” It sounds funny, but 
the facts are these: 

His main line is Florsheim shoes, 
selling for $10 and $11. His only 
other price is a line of $6 shoes. 
All the odds and ends of the high 
priced shoes are sized together 
under one common stock number and 
priced at $6. This section is rela- 
tively very small, but is the means 
of keeping his stock as clean as a 
hound’s tooth. 

Mr. Jennings pointed out a couple 
of good customer reactions in addi- 
tion to the obvious increased flexi- 
bility of his stock. A man with only 


_ $6 to spend for a pair of shoes will, 


after he gets a pair of these better 
ones for this price, find some means 
to continue wearing this quality, 
rather than to go back to a cheaper 
grade. A good many double headers 
are put out through the method of 
first selling a pair at regular price 
and, if the size is in the odd lot sec- 
tion, of selling the second pair at $6. 
The pleased customer reasons that 
he is getting two pairs of $10 shoes 
for $8 a pair. Mr. Jennings further 
remarked that his men’s business 
has shown a good increase in the 
past year. 
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Prepare NOW for the peak of 


retail selling in June! ! 











Effective Publicity 
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Presenting Two of Spring's 
Most Beautiful Fashions 
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N_ out-of-the-ordinary piece of 


direct mail advertising was 
doped out by D. L. Drum, the pub- 
licity man for the Mellon store in 
Charlotte, N. C. It was just a four 
page, jet black folder with no print- 
ing on the outside. On the inside 
are pictured a couple of the week’s 
new shoes, printed in two colors on 
white paper. This insert is pasted 
to the third sheet of the folder. Its 
unusualness is the secret of its being 
read. 


Leather Sampling Pays 


L. WARE, who manages the 

@shoe department in the 
Daniels store in Atlanta, did three 
things—bought 100 pairs of shark- 
skin shoes, sent out 300 letters to 
likely prospects, and sold every pair 
of shoes in a couple of weeks. 

A swatch of the leather was stuck 
on the letter so that all could feel and 
test the leather. This all goes to 
show that if something new can be 
brought out and presented to the 
right audience at the right time, a 
satisfactory response will result. 
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Retail Shoe Salesmen Score One Hundred Per Cent. 
in “Ask Me Another” Shoe Selling Test 


66 HAT Do You Know 
About the Footwear You 
Are Selling?” was the 


most recent RECORDER cash prize 
problem. Seven customer queries 
were suggested by a scientific retail 
shoe salesman of the South, as fol- 
lows: 

Will this style be worn this 
summer? Will this color har- 
monize with the gowns to be 
worn this season? Does this shoe 
fit my arch correctly, giving me 
plenty of length, but yet not mak- 
ing my foot look too large? Is 
this a turn, or a McKay, or a welt? 
Should I wear a medium, a flat, 
or a high heel? Is this kid or 
calf leather? I have pains in my 
instep—can these be cured by 
your shoes? 

A veritable avalanche of answers 
descended upon the editor of these 
columns, proving that a large num- 
ber of retail shoe salesmen, the 
country over, are practically 100 per 
cent intelligent as to the merchan- 
dise they are assisting in distribut- 
ing to the consumer. It was difficult 
to choose the two best “‘Ask Me An- 
other” examination papers. Some 
salesmen answered certain questions 
better than others; other salesmen 
“spoke up” more intelligently to the 
customer on other queries. Joseph 
H. Hellerman of Hellerman Bros. 
Boot Shop, 7503 Cottage Grove Ave- 

















“Should I wear a high heel?” 


nue, Chicago, in presenting his ex- 
cellent set of customer replies, made 
the observation: “It seems as though 
people entering my store are more 
than ever inquisitive about the 
make of a shoe, the contrast of colors 
with gowns, etc.; customers are 


waking up to the fact that shoes are 
as essential in making up one’s cos- 
tume as the gown or hat.” 

















Is this calf or kid? 


A few salesmen said to their cus- 
tomers in reply to Question No. 7: 
“Yes, these shoes will cure your 
feet.” An excellent answer to this 
question was given by Harry Min- 
senberger, manager of The Sterling 
Shoe Store, 142 Thames Street, New- 
port, R. I., who is awarded second 
prize in this contest, who replied: 


“Will These Shoes Cure My Feet?” 


“T cannot say that these shoes will 
cure the pains in your instep, for [ 
am not familiar with the nature or 
cause of the pain. But I do know 
that they will certainly give the com- 
fort required of a good fitting shoe, 
and in all probability the pain will 
disappear after a short time. How- 
ever, if it does not, by all means see 
a foot specialist.” 


Earle First—Minsenberger, Second 
Prize Winner 


The very best paper was pre- 
sented by George N. Earle, retail 


shoe salesman at the store of Wil- 
liam P. Purfield, Ann Arbor, Mich.., 
merchandising men’s, women’s and 
children’s shoes. Mr. Earle ‘pre- 
sented a clear and convincing pic- 
ture to a new woman customer, and 
in a courteous manner showed her 
that he knew what he was talking 
about and did everything possible to 
make of her a “repeat” customer. 
This is what Mr. Earle said, in part: 


Enter Business-Like Customer 


“The store where I am employed 
carries men’s and women’s shoes re- 
tailing from $8.50 to $12.50, and a 
few styles of the better grades of 
children’s shoes, selling at $4 to $7 
per pair. We feel a moral responsi- 
bility in giving our customers sound, 
truthful advice, whether they like it 
or not. We have religiously fol- 
lowed this policy for over a quarter 
fo a century in the city of Ann Ar- 
bor, and have won the reputation of 
selling quality merchandise, com- 
fortably fitted and expertly styled. 

“IT am choosing, to illustrate my 
answers, a woman customer who 
is a stranger. I am making my re- 
plies to her questions quite complete, 
as she is probably unfamiliar with 
our house’s policy. She has im- 
pressed me in her approach as a 

















This style of shoe will be. worn 
this summer, but only in the upper 
circles—the Arctic Circle 
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businesslike woman, one thoroughly 
practical, and one who, appreciating 
service, will purchase good shoes 
provided she is convinced that she 
is receiving value. I have fitted her 
to one of our four-eyelet open-work 














“I’ve pains in my instep. Will your 
shoes cure them?” 


lace featherweight welts, in parch- 
ment lightweight calf, with slightly 
darker trim, 14/8 covered Cuban 
heel. I have fitted her to my satis- 
faction, and the customer says that 
the shoes feel comfortable as she 
walks around in them. Upon her 
inquiry, I tell her the price, where- 
upon the lady, to be sure that she is 
purchasing the right shoe for her 
purpose, asks me questions similar 
to the following (I am aware that 
the impression I create in the wo- 
man’s mind by my answers will be 
the making or the breaking of the 
sale) : 
He Sold His Customer 


“1, Will this style be worn this 
summer? The wide variety of styles 
on the market today gives you your 











Rush in your May prise problem 
answers—‘What Was Your Most 
Profitable Shoe Selling Argument?” 


opportunity to select shoes that ap- 
peal to your own individual liking 
as well as to cause you to feel cor- 
rectly dressed. There is no such 
thing today as one, and only one, 
model being the correct thing. This 
shoe I have fitted you to is one of our 
best patterns. It is strictly high 
grade in character, it is made over 
a conservative last and it is not 
easily imitated in cheaper shoes. It 
is not a ‘fly-by-night’ fad—here to- 
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The May 


Salesmanship is but leadership. 
The successful retail shoe sales- 
man leads the customer to buy 
footwear in such a manner that 
the customer sees clearly that he 
profits by buying the footwear 
which the salesman offers. The 
successful retail shoe salesman 
realizes that he is one of the 
important sides of the distribu- 
tion triangle—“the connecting 
link,” for he places the shoes of 
the merchant on the feet of the 
consumer so intelligently that he 
makes a threefold profit—for the 
merchant, for the consumer, and 
for himself. He realizes that 
selling the merchant’s shoes at 
so much the pair is simply an 
exchange of his employer’s shoes 
for the consumer’s money, and 
that he must sell these shoes so 
scientifically that the customer is 
fully aware that it has been to 
his or her advantage to purchase 
these shoes. And thus all three 
—merchant, salesman and con- 
sumer—are happy, and make a 
profit. The customer may think 
that he or she knows, shoe-wise, 
but the successful retail shoe 
salesman knows that he knows 
what the customer wants in foot- 
wear. 


Prize Problem Will 
Bring $15 to Retail Shoe 
Salespeople 


What Was Your Most Profitable Shoe 
Selling Argument? 


With these thoughts in mind, 
write us a letter by return mail 
on the subject— 

“What Was Your Most Profit- 
able Shoe Selling Argument?” 

Tell us how many pairs this 
argument sold. What kind of 
merchandise your store carries 
(men’s, women’s or children’s— 
or all three—and the grades, or 
prices). How long have you been 
employed by your house? 

Ten dollars for the best an- 
swers to the current problem. 

Five dollars to the second best. 
Poor composition and bad spell- 
ing are secondary considerations. 

Cash prizes of $15.00 will be 
distributed to the two retail shoe 
salespersons who give us_ the 
best answers. 

SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 207 South 
Street, Boston, Mass., SO THAT 
IT WILL BE RECEIVED NOT 
LATE THAN MAY 16. 

Winners will be announced in 
this department May 28, 1927. 
Only men and women actually 
engaged in selling shoes and 
hosiery at retail are eligible to 
enter this contest. 











day and out tomorrow—and the 
longer you wear a shoe of this type 
the better you will be pleased with 
your selection. 

“2. As to color. It is a neutral 
color that will harmonize with the 
leading shades of spring clothing. It 
will clean nicely and fit in with your 
scheme for summer clothes ideally.” 


Honorable Mentions—Coastwide 


Honorable mentions are awarded 
to the following ‘“‘Ask Me Another” 
contestants in the RECORDER’S March 
Prize Problem of seven customer 
queries, showing that these sales- 
men are selling more shoes through 
“Knowing-How-to-Do-It”: 

J. E. Shauver, with Economy Shoe 
Co., Yakima, Wash.; W. E. Ralstin, 
salesman at the women’s shoe de- 


partment of Washer Bros., Fort 
Worth, Tex.; F. Clyde Palmer, with 
The Hub Clothing Co., Logan, Utah; 
H. La Belle, with G. V. S. Quacken- 
bush, Troy, N. Y.; Joseph H. Heller- 
man, Hellerman Brothers Boot Shop, 
Chicago; D. J. Vigil, care of T. F. 
Miller Co., Jerome, Ariz.; Etta 
Speer, with Birk, Baker Shoe Co., 
Owensboro, Ky.; F. Anderson, with 
Schulein, Sioux City, Iowa; W. E. 
King, with Cinderella Boot Shop, 
Wichita Falls, Tex.; R. E. Larsen, 
with Gravelle & Kelly Co., Coeur 
D’Alene, Idaho; Ben Jacobson, 54 
Burchard Avenue, East Orange, N. 
J.; Walter Steber, buyer shoe de- 
partment, H. G. Munger & Co., Her- 
kimer, N. Y.; I. A. Lewis, with 
Phelps Shoe Co., Ltd., Shreveport, 
La.; H. S. Nussbaum, with Fell’s 
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Salesman “Know-How” answers 
quickly, confidently, and im a 


straightforward manner 


Shoe House, Van Wert, Ohio; Vic- 
tor J. Marks, Marks Shoe Store, 
Danville, Pa.; A. A. Angell, 1224 
Seminary Street, Galesburg, IIl.; 
Casper B. Kuhn, with Kuhn-Cooper- 
Geary Co., Nashville, Tenn.; M. Cox, 
with Anderson’s, Indiana, Pa.; Robt. 
W. Zinsmeister, with McHenry’s 
Shoe Store, Zanesville, Ohio; J. W. 
Richie, with E. S. Kay Shoe Store, 
Trenton, N. J.; Jerome F. Zimmer, 
with Petot Shoe Co., Canton, Ohio; 
Mrs. O. E. Thureen, Thureen’s Shoe 
Store, Viroqua, Wis.; S. M. Quinn, 
with Cantilever Shoe Shop, Char- 
lotte, N. C.; Harold H. Downs, with 
Dahlquist & Co., Manistee, Mich.; 
C. P. Kirkmon, with The Meyers 
Co., Greensboro, N. C. 


“How to Help the Customer” Con- 
test 


YorK, PA.—At a recent meeting 
of the York Shoe Retailers’ Associa- 
tion a decision was reached to start 
an unusual contest with the idea of 
educating the retail salesmen and 
interesting the public in the finer 
points of salesmanship. The associa- 
tion offers cash prizes for the best 
essays submitted by employees on 














Don’t make it hard for your cus- 
tomers to get information 
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the subject “How to Be of More Help 
to the Consumer.” Rules governing 
the contest have not been perfected, 
but will be within a short time; the 
date on which the contest is to start 
will then be decided. 


A Thirteen-Year-Old Salesman 


FLINT, MIicH.—We are always glad 
to discover boys who have a capacity 
for shoe salesmanship. Elwyn Pond, 
the proprietor of The Hub, this city, 
is especially happy over his boy, 
Frederick, who is 13 years old and 
who is in the Emerson Junior High 
School here. Frederick is a Boy 
Scout and is interested in all out- 
door sports. However, he is being 





Meet the retail 


youngest 
shoe salesman in America— 
Frederick Pond, 13-year-old 
son of Elwyn Pond, pro- 
prietor of “The Hub,” Flint, 
Mich. 


trained up in the right way and has 
made it a practice of helping his 
father in the store after school fre- « 
quently, and on Saturdays regularly. 
He specializes in selling the Herman 
official police shoe and Herman offi- 
cial boy shoes. On a recent Satur- 
day he sold five pairs of the police 
shoes. It is said by his trade that 
he knows the construction of the 
shoe and is a convincing talker. 


Salespeople Suggest “Trinkets” 


St. PETERSBURG, FLA.—Ten per 
cent increase in sales has been raade 
since both the boys on the floor. and 
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Why not-sell your customer a dainty 
shoe horn? 


the hosiery saleswoman have com- 
menced to take an active interest in 
selling the many “trinkets” which 
Buyer F. A. Dehon has introduced 
into the shoe department of the 
Shepard Store. These articles con- 
sist of cigarette cases, fancy shoe 


horns, garters, handbags and 
buckles. These are all sold through 
suggestion. 


The National Is Incorporated 


BostoN—The Boston Retail Shoe 
Salesmen’s Association, Inc., met at 
Marston’s Restaurant on April 4 and 
after a dinner and vocal music by a 
quartet under the direction of W. A. 
Staples, organist, followed by a talk 
on “Anthracite Coal” by Mr. Staples, 
who represents the Lehigh & Wilkes- 
barre Coal Co. in Boston, proceeded 
to incorporate the National Retail 
Shoe Salesmen’s Association under 
Massachusetts laws. Papers were 
filed this week at the State House 
by the following incorporators: 
Percy E. Thayer, President P. F. 
Girard, Treasurer Robt. F. Wright, 
Vice-President Elmer A. Kuhlen, 
Secretary R. W. Daley, P. C. Wood, 
Benjamin Andrews and John P. 
Wyman. 














In answering the customer’s ques- 
tions, make him feel that you are 
his friend 






















ich 
ced 
the 
on- 
hoe 
ind 
igh 














April 23, 1927 


BOOT AND SHOE RECORDER 


What Is Selling at Retail 


Covering the Entire Country in a Style Survey, 
Giving Positive Information 


LEVELAND—S. Z. Fisher, 

manager of the shoe depart- 
ment at Siegels, 1101-09 Euclid 
Avenue, reports that parchments 
are big sellers and grays are meet- 
ing with a bigger turnover than 
was anticipated. Black patents hold 
a staple percentage in the daily 
business. High spike heels get the 
big call. 

At The Halle Bros. Co. store san- 
dal shoes opened up at an advanced 
date this year. According to H. J. 
Hoskins, manager of the shoe de- 
partment, these items are still going 
over big. About 75 per cent of the 
footwear sales are in patents and 
light kids. Parchments, blonds and 
stone shades get a big call. Genu- 
ine reptile, with lizard predominat- 
ing, bids fair to continue popular. 
Oxfords and Cuban heels are mov- 
ing very well. One strap shoes in 
general are making a good show- 
ing. 

Patent pumps are a big item at 
the Proper Shoes store, 425 Pros- 
pect Avenue. Cut-out patterns and 
high spike heels are predominating 
factors, according to Joseph Cohen, 
manager. Mr. Cohen states that 
people are buying more combina- 
tions this year. Hosiery is moving 
well at the Proper Shoes Store. 
Light colors, in black bottom styles, 
appear to be getting the call. 

Frank A. Reynolds, manager of 
the Stone store, states that rose 
blush and water lily are two big 
items. Black patents are also hold- 
ing up well. A gray kid quarter 
with tan or gray snake vamp, 
gypsy toe, and novelty cross strap 
effect, was recently introduced with 
good results. A water lily strap 
shoe with boardwalk trim, is an- 
other recent acquisition which is 





». < 
reports a brisk demand for this 
model in men’s footwear in imita- 
tion pigskin. The demand is greater 
for the same shoe as shown but 


Mellon’s Store, Charlotte, 


minus the toe cap. Retails at $10 





expected to go well. A rose blush 
or gray shoe with one eyelet fancy 
tie, is also creating a demand among 
the trade. Plain colors are de- 
manded in the hosiery sales at this 
store. Mr. Reynolds states that 
they prefer to match their shoes in 
most of the transactions, although 
black bottoms also find a fair de- 
mand. 


ALTIMORE, MD.—Patent 
leathers, which during the 
past few weeks have been gaining 
in popularity are still going strong, 
though the colored footwear has 
also been in good demand during 
the pre-Easter activity. Plain pa- 
tent leathers are not much in de- 
mand, the calls being principally 
for patents in various novelty ef- 
fects, such as lizard trimmed, pat- 
ent with tan calf, black calf trim- 
ming and many others. In the col- 
ored footwear, parchment pastels, 
shell grays, rose blush, wisteria, 
stone and a few others are favored. 
Black and white, one of the newest 
modes featured at some of the ex- 
clusive shops, is going over. 


ONTGOMERY, ALA.—M. M. 
DeShields of the Montgom- 
ery Fair, has as his outstanding 
number a sandal pattern called the 
“Salome.” A patent leather moth- 
er-of-pearl trimmed, is best, with 
a pastel parchment a close second. 
Trimmed patent sandals and D’Or- 
says are both showing good activ- 
ity, with black and white just start- 
ing on what Mr. DeShields believes 
to be a short spurt. Whites are al- 
ways good here, as the season is al- 
ways started with a fresh stock. 
W. W. Childers, buyer for the 
Capitol Clothing Co., feels that 
men’s shoes will show unexpected 
strength in the extreme fancy 
styles, especially for the young fel- 
lows. Light Stroller grains, croco- 
dile and light tans in the plain toes, 
with all leather heels are now being 
sold in goodly numbers. Most of 
the action comes from the fast 
styles made for young men in the 
medium grades. “They want fussy 
shoes, so far be it from us to give 
them anything else. The more 





fussy shoes, the greater our vol- 
ume,” is the way Mr. Childers sums 
up the situation. 

Harry Bellows of the French 
Boot Shop, is showing a riot of 
high colors such as vermilion and 
salmon kids in D’Orsay pumps at 
$16.50. Parchment sandals trimmed 
with gingham kid, have been good, 
but the fast call now seems to have 
swung to the pumps. 


ETROIT—While a majority of 
the retail stores in Detroit ap- 
parently find there .is less volume 
of business in 1927 than in the same 
period of 1926, there are numerous 
shoe stores reporting increased 
business. Black patents continue to 
lead sales in women’s lines. Light 
colors are now moving in satisfac- 
tory volume and merchants who 
went long on the light shades are 
more encouraged. At numerous 
stores the reports of sales of the 
light kids were enthusiastic, indi- 
cating a change for the better in 
this stock. No particular color 
seems to be in demand. Pearl gray, 
rose blush and parchment shades 
are all selling. And, as Fred W. 
Templar, manager of Alfred J. 
Ruby, Inc., says: “There is no out- 
standing style in shoes this season. 
Pumps, straps, operas, oxfords and 
other types are selling well, with no 
particular type leading strongly.” 
Sport lines are again coming into 
demand. Clyde K. Taylor, manager 
the women’s sports shoe depart- 
ment, reports an early call for golf 
shoes. Smoke and blond are the 
leading colors. These are trimmed 
with tan and gray boarded leathers 
and reptile. 
In men’s lines the call is for tans 
of darker shades, tans on the orange 
order having lost their popularity. 





A spring model selected from the 

line of the Thayer McNeil Company 

of Boston. A conservatively stylish 

model selling for $10 in black or 
in tan 
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AN ANTONIO, TEX.—Straw 

shoes for men are going over 
big in the shoe department of Joske 
Bros.’ Co., notwithstanding that it 
is yet rather early for heavy spring 
business. S. H. Tucker, department 
manager, says that in his opinion 
the straw shoe is going to prove one 
of the most popular summer mod- 
els. He is showing them in white 
and brown and in white and black 
combinations. 

The straw shoes are made of a 
material closely resembling that 
found in the better grade of Pana- 
ma hats and next to going bare- 
footed, they are about the coolest 
things obtainable for summer wear, 
according to Tucker. 


OCHESTER, N. Y.—B. Forman 

Company’s Shoe Shop is fea- 
turing a new tongue pump with 
smart cut-out lines, which is at- 
tracting much attention among the 
fair sex of Rochester. The pump is 
offered in two color combinations 





Whiddon’s, of Dallas, Tex., shows 
this low-heeled dress pump in five 
colors—parchment, black calf, pat- 
ent, black satin and white kid, at 
prices ranging from $12.50 to $13.50 


such as rose blush with contrast- 
ing trim, patent with sarchment 
trim and rosewood tan with con- 
trasting trim. The shoe has a 
smart appearing tongue and high 
French heel, giving it a decidedly 
chic appearance. It is offered for 
$10. 

Gentlemen no _ longer prefer 
blonds—at least not in shoes, ac- 
cording to Joseph Bach, manager 
of W. L. Douglas Shoe Store. 

“Men are displaying a marked 
tendency this year for blacks,” he 
said. “They still stick to the oxfords, 





The “Tourist Tie,” a creation in the 

line of the Jones, Peterson & New- 

hall Co. In tan calf, with lizard 
trim, it sells for $10.50 





The sandal with the most cut-outs 
wins in the South, judging by the 
popularity of this selection from the 
line of the Guarantee Shoe Co., of 
San Antonio, Tex. In creme kid, 
in patent, in red kid and in jade 
green, it retails for $16.50. In gold 
or in silver, for evening wear, it 


sells for $20 


but whereas last year we had a 
greater demand for various shades 
of tans, we now find the greatest 
demand is for blacks in the same 
styles.” 


ITTSBURGH, PA.—S. B. Le- 
vine, buyer for the Parisian 
Bootery, 520 Wood Street, says: 

“I have just returned from the 
New York market’ with a fairly 
good idea of what’s what for the 
next two months. And all that I 
have seen convinces me that the 
predominating style for after-Eas- 
ter selling will be black and white. 
The outstanding wearing apparel 
for women as I observed it in the 
smart shops on Fifth Avenue is 
white trimmed with black and black 
trimmed with white, which leads me 
to believe that footwear of the same 
nature will be quite in demand. 
“To date we have three numbers in 
black and white shoes and are find- 
ing a very healthy sale on them. 
And I can also recommend open- 
shank shoes in every conceivable 
material and style. 

“Our business in the past three 
weeks has been very brisk on a 
new pastel parchment and on gray 
and rose blush. After Easter we 
have some monkey skin and Mother 
Goose kid coming through, similar 
to the others I have mentioned, only 
priced higher. Styles in in-step 
ties and ankle-ties in my estima- 
tion, for the next two months aré 
going over well and they are very 
popular at present.” 


T. LOUIS—The week previous to 
Easter, in spite of rain practi- 


_ cally every day, was reported by re- 





Prepare NOW for the peak of 
retail selling in June!! 
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tail shoe merchants as good. Satur- 
day was one of the best days in 
practically all stores so far this sea- 
son. The business started early and 
continued throughout the day. Most 
stores reported a shortage of sales- 
men. 

In the style field there is a de- 
cided difference of color opinion. 
One store reported their business on 
Saturday as 60 per cent blacks. This 
means patent, and further question- 
ing brought out the information 
that a majority of this percentage 
was plain patent. Other stores re- 
port an even break between patent 
and color. The more correct. barome- 
ter of the trend, however, is in the 
report of three or four large stores, 
who report 60 per cent colors and 
40 per cent blacks. , 

The operator of five stores said 
he was not disturbed over the 
slackness in colored shoes, as the 
weather thus far did not permit any 
woman to wear colored shoes. 

Gray shoes continue to wane, al- 
though one store reported one out 
of five colored shoes sold during the 
past week were gray. He added 
that this was only possible through 
high pressure selling methods. 
Other stores report gray as entirely 





Real sport footwear of the newer 

type makes its appearance on the 

West Coast. C. H. Baker, of Los 

Angeles, springs this “Sporty” model 

in pasted parchment, calf trimmed, 
in brown alligator 


out of step with the color parade. 
Red kid is receiving more promi- 
nence in the displays and the calls 
continue to be heard for this shade. 
Blue and green are reported not so 
good. 





An oxford type of patent recom- 

mended by the Watters Sterling 

Shop, of Minneapolis. Retailing 
at $6 
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These are the symbols which are being stamped in the 
shank of shoes to tell at a glance how any shoe is made. 


Stamps Show How Shoes Are Made 


Novel Merchandising Practice Inaugurated by 
Gimbel Bros., Philadelphia 


ITH the opening of the 
: new shoe department in 
Gimbel Brothers’ big 


Chestnut Street building in Phila- 
delphia there has come the announce- 
ment of a new merchandising policy 
‘that is destined to attract wide- 
spread attention in the shoe in- 
) dustry. 

Cards notifying patrons that in 
'the future all shoes sold at the 
Philadelphia store would be marked 
with a symbol stamped in the shank 
of each shoe which would enable 
itheir sales force to immediately tell 
whether the shoe is a welt, turn, 
McKay sewed, Littleway or Stitch- 
down, are distributed through the 
new shoe department on the ground 
floor, in the men’s shoe department 
on the second floor and the chil- 
dren’s department on the third floor. 
The cards all show the series of 
marks which are illustrated here- 
with. 

The symbols, when stamped in the 
shank of a shoe, are so small that 
they are not at all obtrusive and yet 
give an immediate answer to the 


question which is being more and 
more frequently raised as to how the 
shoe is made. They consist in each 
case of a conventional arrow-head 
with a phonetic spelling of the word, 
WLT meaning welt, TND turned, 
MKY McKay sewed, LWY Little- 
way and SDN Stitchdown. 


HIS announcement is a crystal- 
lization of an agitation which has 
been going on in the trade for the 
past year for some method which 
would enable salespeople to tell how 
any given shoe is made without the 
long and embarrassing investigation 
which even experts sometimes have 
to go through in order to determine 
what particular method of manufac- 
ture was employed. The demand 
for some marking of this character 
has been particularly insistent in 
some sections of the Middle West, in 
communities where standards are 
quite rapidly being set up for the 
guidance of the family purchasing 
agent. 
Many who have been conversant 
with this movement will be gratified 


that the selecting of symbols has 
reached so satisfactory a conclusion. 
They are readily understood and 
easily remembered and do not in- 
trude in the least when stamped on 
the sole, but look rather like the hall- 
mark of some of the old guilds. 

Letters from Gimbel Brothers 
have been sent to all shoe manufac- 
turers from whom the firm pur- 
chases requesting that all shoes 
shipped in the future to them be 
stamped with the appropriate sym- 
bol. 

This announcement by Gimbel 
Brothers is in accord with the policy 
adopted by many of the more prom- 
inent merchants of the country and 
one which the firm has followed for 
many years. It is summed up in the 
expression “The purchaser has a 
right to know.” 

There is a considerable number 
of people who are ready to say right 
at the inception of this movement 
that the little symbols and the prin- 
ciples they represent are going to 
have a place of no slight importance 
in the future of shoe merchandising 
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Why Not Make It “Black AND Tan” 
Instead of “Black OR Tan”? 


their works ye shall know them— 
they don’t need to trouble about win- 
dow display; they just range a score 
or two of specimens of their work 
in the window in formal rows and 
wait for their reputation to pull the 
trade. This is a comfortable way of 
doing business but one unattainable 
by the average trader. 

However, this is a factor in the 
trade that can be left out of account. 
Novelties in styles do not come from 
these London bootmakers but from 
the manufacturer. The former are 
ultra-conservative—they have to be 
to harmonize with the spirit of their 
customers. The large-scale produc- 
tion of boots and shoes mainly cen- 
ters in the area around Northamp- 
ton, sixty to seventy miles northwest 
of London, though, as there is never 
such a thing as absolute centraliza- 
tion of any industry, there are a 
few factories in London and other 
big cities where footwear is also pro- 
duced on a large commercial scale. 


The Londoner still largely clings 
to black footwear and to the boot 
for town wear. I should say that 
75 per cent of men one sees in the 
business quarters wear black boots. 


[CONTINUED FROM PAGE 35] 


This is from choice and not neces- 
sity. Custom decrees that black is 
“the thing” where morning coat and 
stove-pipe hat are worn but the 
number of business men so garbed is 
small. The jacket and the soft felt 
or bowler hat are the wear of the 
many and brown footwear would not 
be out of place on them. This sur- 
vival of black is therefore the result 
of tradition, a relic of the days of 
eighty years ago when even the game 
of cricket was played in stovepipes 
and people smeared their footwear 
with messy liquid blacking that left 
its marks on everything it came into 
contact with. Nevertheless, if brown 
footwear is not over popular with the 
well-dressed man in town it is the 
only thing for the country and the 
outdoor week-end. 

Now to come to some points about 
men’s footwear styles: The tans 
seen are very dark and many of them 
have a kind of matt surface. Really 
light tan shades have never been 
popular here as on the Continent of 
Europe, but the tan now favored 
seems darker than ever. For the 
man who is not afraid of being a 
little out of the ordinary there are 
brown shoes with a crocodile skin 








ning wear. 





Playing Up Men’s Shoes 


While the best of things usually go to women in this 
world, the poor worm of a man is showing some signs of 
turning. At the National Shoe Styles Conference to be held 
at the Hotel Astor, New York, next Wednesday, April 27, 
men’s shoes for various occasions and activities will havea . 
special place. A real effort will be made to arouse national 
interest in style and color in men’s footwear. Representa- 
tive men’s shoe manufacturers are submitting six pairs of 
shoes each, covering their conceptions of the proper shoes 
for business, sports and formal and informal day and eve- 





effect, whilst a still more conspicu- 
ous style is seen in the shoe surfaced 
with narrow woven strips of brown 
leather. A good many golf shoes 
have the end of the tongue slit into 
strips, thus being reminiscent of the 
tawse, or leather strap, that was 
favored years ago by schoolmasters 
for the manual training of their 
young charges. For country wear 
the crépe rubber sole is as popular 
as ever, but it is too dangerous for 
slippery town pavements. 


Toe-caps are mainly being worn 
plain, though there is some vogue 
for boots and shoes, both brown and 
black, with a fleur-de-lys pattern 
punched on the cap. The same de- 
sign also appears to be appreciated 
on patent leather footwear. The 
capless boot or shoe is rarely seen. 
The prevailing style calls for a 
medium breadth toe. I have seen 
some glacé leather pumps but this 
style is sold on proportionately small 
lines compared with patent leathers. 
The box-cloth or canvas top for both 
patent and glacé leather boots seems 
as popular as ever, whilst there is a 
brave showing in doeskin shoes for 
men. 


The First Profit-Discount 


[CONTINUED FROM PAGE 39] 


which time it is due net) you are 
really borrowing money from the 
manufacturer for twenty days. You 
are allowed ten days of the thirty 
in which to get the cash discount. 
This means that you pay 2 per cent 
for 20 days’ use of the money. This 
equals 3 per cent for thirty days 
or 36 per cent a year. No business 
can afford to borrow money at such 
usurious rates. 

Borrow from the bank at 8 per 
cent and use the money to save 36 
per cent and you make 28 per cent 
profit on the borrowed money. 
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A Work-Shoe is no Better 


than its Sole — 
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Your customers judge a work-shoe by 
the way the sole wears. 


That’s why the hard workers and hard 
walkers of this country are seeking 
those stores where they can buy work- 
shoes soled with Uskide. 


No other work-shoe sole has ever given 
them the same long service—the solid 
comfort—the real satisfaction. That’s 
why you need several Uskide-soled 
numbers in your line—they are busi- 
ness-getters and business-keepers. 


Let Uskide users know that you are 
selling Uskide-soled shoes. Write us for 
free display material. Address United 
States Rubber Company, Room 405, 
1790 Broadway, New York. 


Specify Shoes Soled with 


“ USKIDE 


REG vw &$ PAT OC 


United States @D Rubber Company 


Trade Mark 


Makers of the Famous o S.” Spring-Step Rubber Heels 
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Seven years before the war a chemist in the Graton 
& Knight tanneries at Worcester hit upon an idea for 
making a better leather. 


He worked out an entirely new and different tan- 
nage that not only included the best characteristics 
of leather then in use but added new and distinctive 
qualities. This leather, named Spartan was free from 
the objectionable features of the leathers then in com- 
mon use. It had these important qualities. 


Longer life 

Uniform flexibility 

Higher water resistance 
Distinctive appearence 

Not slippery when wet 

No surface oil to cause stains 
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In 1907 the Ideal Sole 


Leather was produced 
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In 1925 the government, after 
making a comparative test of 
existing sole leathers, suggested 
the need of a new tannage that 
would embody the advantages 
of existing leathers, without 
their disadvantages. 














Dries out soft and pliable 

Less subject to damage when dried by heat 
Works better than oak or union 

Edge appearance like Oak 

Lighter weighing 


At this time shoe manufacturers began to use 
Spartan. Soon reports came in of its amazing wear- 
ing qualities, its uniform flexibility, its high water 
resistance. Sales increased steadily until they reached 
the limit of our capacity. 


Now the increased demand again necessitates an 
enlargement of our Spartan tannery. ‘Tested and 
tried for over twenty years, this better sole leather is 
ready for you in any quantity. 


GRATON & KNIGHT 
SPARTAN SOLE LEATHER 


An entirely different and exclusive tannage 


GRATON & KNIGHT COMPANY .. . WORCESTER, MASS. 
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@ HE unprecedented demand for novelty footwear 
has brought the émitation stitch Diamond Brand Visible 


iiaiiettactah tes Fast Color Eyelet into unusual prominence. 
Color Eyelets preserve the smooth 

Style lines of the upper and pro- 

mote easy lacing. They retain 

their original finish indefinitely 

and aftually outwear the shoe. Look for the ‘Diamond <> Trade Mark 


UNITED FAST COLOR EYELET COMPANY 
205 LINCOLN STREET, BOSTON, MAss. 
Manufacturers of 


DIAMOND BRAND Visible FAST COLOR EYELETS 
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VULCO-UNIT 
BOX TOES 


Keep stylish toes always looking their 
best. Every detail of the original style 
and beauty is retained indefinitely. Elimi- 
nate all possibility of crushed, misshapen toe 
caps, unsightly and uncomfortable, by specifying 


VULCO-UNIT BOX TOES 





THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BECKWITH MANUFACTURING COMPANY 


Largest Manufacturers of Box Goes in the World 
111 SUMMER STREET BOSTON ®@ 
G. W. KIBBY & CO., Chicago GEO. A. SPRINGMEIER, (Cincinnati OSCAR F. WRIGHT CO., Se. Louis 
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QUALITY CONTINUANCE 


The Purpose Behind the Evans Plant 
We wish to be considered by our friends the shoe manufac- 
turers and shoe merchants as their allies in service to the public. 
As part of the foundation on which the manufacture and 
distribution of shoes is built, our purpose is to so standardize 
EVANS Leathers that the shoe manufacturer who uses them 
and the retailer who distributes them may in turn serve the 
public with shoes of the same substantial qualities year by year. 


JOHN R. EVANS & COMPANY 
Camden, N. J. 


Branches in all principal shoe centers. 
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Who’s Who on the Road > 


The Traveling Salesmen We Tell About Here 
Are the Boys Who Deliver 


Haeer W. WEBSTER, who repre- 
sents the’ McLaughlin-Sweet Shoe 
Company, and Fred W. Legler, who 
represents Krippendorf-Dittman Co., 
were recently admitted to membership 
in the Wisconsin Shoe Travelers Asso- 
ciation. 


J T. Mulcare, who 
* for 19 consecu- 
tive years traveled 
for Weber Bros. 
Shoe Co. (now re- 
tiring from busi- 
ness) recently 
made arrange- 
ments to represent 
the Killory-Moriar- 
ty Shoe Co.’s line 
of men’s welt shoes 
made at Brockton. 
Mass., and will 
earry that line in 
New England, New 
York State and New York City. He 
is now calling on his trade, having 
started forth on his new connection 
Monday, April 18. 


EN J. LOCKWOOD, who for the 

past 30 years has covered Michi- 
gan, Indiana, New York State, Ohio, 
West Virginia, Kentucky and Pennsyl- 
vania for Upham Bros. Shoe Co., is 
now representing Herman E. Lewis, of 
Haverhill, Mass., and Northwood, N. 
H., in practically the same territory. 


J. T. Mulcare 


CONFERENCE of Salesmanager 

E. E. Doane of the Charles A. Ea- 
ton Co., makers of the Crawford line 
of men’s shoes, with J. J. Kaltenbrun, 
traveler in Indiana and Ohio, and Wil- 
liam H. Reichel, traveler in Wisconsin 
and Illinois, was recently held in Co- 
lumbus, Ohio, to work out style trends 
in the fall line. It is announced that 
the fall line will be somewhat different 
in style features. Travelers will be 
called into the factory early in May to 
take out the new samples. One of the 
features of the fall line is the large 
number of Scotch grains.and Norwe- 
gian leathers.—(UTPS.) 


AMES E. STEVENS, of Providence, 

is one of the live-wire boosters for 
The Bradley-Goodrich Co., Inc. He is 
a member of the Boston Shoe Travel- 
ers’ Association, and one of the best 
known travelers going out from the 
Haverhill market. He travels New 
England and New York State. The 
receipt Of a recent letter which he 
wrote to Billy Noll, secretary of the 
B. S. T. A:, and which was passed over 
to the national secretary to read, was 
one of the pleasing features of the 
day’s order of business at the N. S. 
T. A. headquarters. 


By HELEN M. HANEY 


EORGE T. PUMPHREY of Lex- 

ington, Ky., who traveled for the 
Riley Shoe Co., died recently in a Nash- 
ville, Tenn., hospital. Mr. Pumphrey 
left Lexington for a trip about two 
months ago. He was stricken while 
visiting a son, a student at the Ten- 
nessee Military Institute, Columbia, 
Tenn. 


HRIS E. NELSON, with office in 

the Pacific Building, San Fran- 
cisco, now represents the newly organ- 
ized firm of Gorman, Tarr & Water- 
house, of Lynn, Mass. (successors to 
Murphy, Gorman. & Waterhouse), on 
the Pacific Coast. Mr. Nelson is known 
as a “live wire” and merchandising 
counsellor salesman to a wide circle of 
friends in the trade. 


ORACE W. MURRAY, formerly 
president of the Murray Shoe 

and later treasurer of the 
Horace W. Murray Shoe Co.,_ is 
now style and quality man for 
Brophy Bros. Shoe Co., South Boston, 
Mass., and will cover some of the vol- 
ume buyers of the main “points of the 
country’s compass.” Mr. Murray has 
a long and extensive acquaintance with 
the big trade. He has always special- 
ized on styling shoes, and has always 
covered the big trade. His former ter- 
ritory was from New York to Kansas 
City. 


Co., 


OUIS J. ORINGER, formerly rep- 

resenting Kalter-Cerf Mercantile 
Co. and later the Ajax Shoe Co., is 
now representing the Levey Bros. Shoe 
Co. of New York and will continue to 
travel his old territory in the South 
and Southwest. He recently left New 
York for a trip to Dixie. 


TANLEY E. GEERER, for many 

years sales manager for Moore- 
Shafer Shoe Mfg. Co., left “The Em- 
pire State” recently for the West In- 
dies. He is accompanied by Mrs. 
Geerer. They will make a “side trip” 
to Bermuda. 


AYMENT of the second annual 

premium on the N. S. T. A. group 
insurance, due April 1, and to which 
a nearly 100 per cent response was re- 
ceived, will not be overdue until after 
May 1, as 31 days of grace are per- 
mitted under insurance laws, making 
the final date May 1. Therefore the 
national secretary has requested that 
the very few policyholder “delinquents” 
take notice in this regard and rush 
their checks into the N. S. T. A. head- 
quarters, 183 Essex Street. After May 
1, it will be necessary for all those who 
have not paid to make out a new form, 
stating that they are in good general 


health at the time of application. In 
order to participate in the N. S. T. A. 
group insurance policy of $1,000 all 
members must be in good standing in 
their locals. 


OHN C. DINGLE, one of thé best 

known salesmen of the Middle West, 
for'many years selling Grover’s shoes, 
but for the — two years sojourning 
in Florida, has again started out on 
the road for the Vaughan-Towle Shoe 
Co. Mr. Dingle will cover Kansas and 
Oklahoma. The boys of The Central 
Association of Traveling Salesmen and 
others are welcoming “The Colonel” 
back to the fold again. 


M4x HORN, of the Horn Shoe Go., 
+ Lynn, is on the road with new 
samples of fine McKays for summer 
sales. Mr. Horn says: “If shoes are 
pretty, of whatever style they may be, 
they are bound to sell,” and he has 
made wp his sample line accordingly. 


E.. McELROY, for a number of 
* years buyer for the old former 
firm of Magrane, Houston Co., Boston, 


is now covering the Massachusetts 
Cape District, from Quincy southward 
for the Beacon Falls Rubber Shoe Co. 


OW C. PHELPS of Kansas City, 

who has been connected for the 
past 18 years with one of the leading 
lines of Brockton shoes, is now with 
the Jarman Shoe Co. of Nashville, 
Tenn. Mr. Phelps covers Minnesota, 
North and South Dakota. Mr. Phelps 
has served in the past for several years 
as president of The Central Associa- 
tion of Traveling Shoe Salesmen. 


OL. J.-D. 

RI CHARD- 
SON, of Chicago, 
one of the most 
remarkable shoe 
traveler “Vets” 
in the country, 
who looks and 
acts more like a 
67-year older, 
than a man of 87 
years, is recover- 
ing rapidly from 
a fall which he 
recently received 
in a garage, 
where he had taken his machine. Col- 
onel Jim on the day before had driven 
his car 165 miles from the Windy City 
to Monroe, Wis., in a snowstorm, and 
drove back to Chicago again on the 
following day. It was while “putting 
up his gasoline steed” for the night 
that he met with the accident. 


Col. J. D. Richardson 








David L. O’Berry 


VID L. O’BERRY of Miami is 

representing the McKay division 
of the United States Shoe Co., as spe- 
cial representative in Southern terri- 
tory. Mr. O’Berry is the organizer of 
the O’Berry Shoe Stores, Inc., of Mi- 
ami, and knows the shoe requirements 
of the retail shoe merchants of Dixie. 
Mr. O’Berry will sell the United States 
Shoe line under a brand new merchan- 
dising method, and will act in an es- 
pecial manner as merchandising coun- 
sellor to his many friends in the 
Southland. 





HE Wisconsin Shoe Travelers’ As- 

sociation were addressed at a recent 
meeting, held at the Medford Hotel, 
Milwaukee, by B. Caspari and 
Charles Collar, chairman and _ vice- 
chairman respectively, of the 1927 
Wisconsin-Milwaukee Shoe Retailers’ 
Association convention committee. The 
tentative dates of this “get-together” 
are July 27-28. A shoe travelers’ com- 
mittee, consisting of Lap L. Imig, 
president of the Wisconsin Shoe Trav- 
elers Association, who represents the 
Rich Shoe Co.; Secretary-Treasurer 
Chris W. Johnson of the Adams Shoe 
Co., and Frank Larkin of The Freeman 
Shoe Mfg. Co., a member of the board 
of governors of the Wisconsin Shoe 
Travelers Association, was appointed. 
Immediately after appointment, the 
travelers’ committee began to discuss 
plans by which they could make the 
~~ ean convention more success- 
ul, 


HARLES DANA JAMES died re- 

cently in a Boston hospital, in 
his fifty-first year. He was buried in 
Milwaukee, one of his old territories, 
and the former home of his wife, who 
had passed away some two years ago 
and who is buried in that city. Charles 
Dana James leaves a coast-to-coast 
trade acquaintance to mourn his death. 
He was a South Boston boy, and “grew 
up” in “shoedom” as a salesman for 
the old house of Clark-Hutchinson Co., 
with which house he was connected for 
about 22 years. He later traveled for 
A. G. Walton Co. and The John Pilling 
Shoe Co., from which connection he re- 
tired, after he had suffered a shock 
while calling on his trade in Indianap- 
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olis, a little over a year ago; from the 
illness following this shock he never 
fully recovered. One of his brother 
salesmen from Boston paid Mr. James 
the following tribute: “Everybody 
knew him and liked him, for Charlie 
had a disposition which always ‘smiled.’ 
He was one of those fellows whom one 
could never forget. At a hotel Charlie 





IOWA BOY’ S ALPHABET 


Written by a Buyer, for the Conven- 
tion Booklet of the Iowa State Shoe 
Dealers’ Ass’n, in which the Iowa 
Trawelers cooperated 100 per cent. 
First instalment appeared in April 
16 RECORDER 
M is for Marple, 
Who came back from Florida 
to stay. 
He loves his line, 
And Goodrich’s pay. 
N is for Newcomer, 
Who rides with Jack. 
He appreciates the advice, 
And also the hack. 
O is for Ortlund. 
He’s Beacon’s headlight; 
He’s new with the line 
And starting out right. 
P is for Prescott, 
J. E. Willie are rest of the 
layers. 
He’s soft speaking, 
And labors for Mayers. 
Q is for Quinn. 
He’s almost right 
When he claims a woman to 
sleep, 
Must wear Arch Preservers all 
night. 
R is for Rappleye; 
Likes full dress and will usu- 
ally wear it. 
His Ault-Williamson shoes 
Have seven points of merit. 
S is for Soper, 
Who drives a Buick car; 
When he starts home, 
He’s glad Spirit Lake isn’t far. 
T is for Thompson; 
He’s here today. 
“I’m a member of the Elks,” 
I heard him say. 
U is for U. S. 
When Braden comes we give 
him a look. 
He believes this is the place 
He lost his order book. 
V is for V line, 
A popular number Gordon 
makes. 
Judging from the orders 
That Mr. Boyle takes. 
W is for Warren— 
“Use J. P. Smith for Long 
Wear.” 
His head resembles heaven— . 
For there is no parting there. 
X is for ex-president, 
And when Charlie Clark had 
the lead, 
We heard lots about 
“Dress well and succeed.” 
¥ is for Yeager, 
He leads a Red Goose parade. 
“Buy Red Goose shoes, 
And your sale is made.” 
Z is for Zino. 
Scholl’s are sold by Dr. Weeks. 
He can cure 





Cripples, deformities and freaks. 
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was on the best of terms with the en- 
tire staff of the hostelry, from the bell- 
boy up to the manager. He was an 
able salesman, and a prince of good 
nature.” Mr. James was a member of 
the National Shoe Travelers’ Associa- 
tion; a former member of the B. S. T. 
A., and a former member of the In- 
diana Shoe Travelers’ Association. 





fe Bxeer M. YOUNG, proprietor of 
the highest grade shoe store at 
Hamilton, Bermuda, is one of the good 
customers of John S. Whittemore, who 
sells the Krippendorf-Dittmann Co. 
line. Once a year, in September, Mr. 
Young visits the Boston market. This 
has been his practice for the past 22 
years, and each time Mr. Whittemore 
entertains Mr. Young at his Newton 
home, where Mrs. Whittemore has 
proved herself a charming hostess. 
By way of reciprocity, Mr. Young, at 
Eastertide, sends Mrs. Whittemore a 
box of twelve or more Easter lily 
buds. This year they arrived, as usual, 
to which the writer of this column 
can testify, as she, herself, was the re- 
cipient of several of the lovely blooms, 
through the courtesy of Mrs. Whitte- 
more. 





OE BROOKS, formerly with J. Heil- 

brunn & Sons, is now affiliated with 
the Crescent Children’s Shoe Co., in 
charge of sales, and will cover exclu- 
sively the big buyers of the country. 
Joe is one of the best known and most 
popular salesmen traveling out from 
Rochester, N. Y. 





I appreciation of the good work he 
has done during his two years of 
work as a member of the sales force, 
Leslie A. Hunt has been elected a di- 
rector of Field Bros. Shoe Co. of North 
Middleboro. The honor came on the 
eve of Mr. Hunt’s departure for his 
territory in New York State and Penn- 
sylvania. Mr. Hunt was for years a 
director and head of the sales force of 
the Emerson Shoe Co. of Rockland. 
He states that the Field Brothers Shoe 
Company is operating at capacity. 





Leslie A. Hunt 
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LF. Downmerich & Cu. 
Sactors 
General Offices, 254 Fourth Avemre 


Netw Dork 





; na nufaclurers ancl rnerchanl by 
discounting and guaranteeing lhetr sales, 
therely creating increased cap calsiminals ng 
wish and pormilling « nlimiled development 
Ve sobcit correspondence 
an regard lohhe services we render 


OVER 85 YEARS EXPERIENCE IN HANDLING THE LARGEST ACCOUNTS 








SANDALS areEin DEMAND 


WE HAVE THEM 


In Stock 


6564—Patent front strap Sandal, Black and 4426—Patent front strap Sandal. Black 
White —_ dot mn trim, i’? —— Many other new and White Barnet's Cotien calf gorse. 

cover. Exactly as illustrat renc ° exactly as illustrated. ray Frenc 
corded, kid lined. 21/8 new spike numbers in-stock. corded, kid lined. Made over a new 

heel; light flexible sole. Samples sent on short coupled, high ae oot, gH 6 

13/8 Cub heel inv a 22/8 narrow spool hee ide 

arr sTe wedthe. "Giese "te 8. request. buckle. A, B, and C widths, p— 


TOBER-SAIFER SHOE CO. 


Manufacturers and Distributors of Novelty Footwear in Stock 
1312 WASHINGTON AVE. ST. LOUIS, MO. 
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Style No. 87 
Pat. ‘‘Belma.’’ 
19/8 Louis Heel 
AA to C Widths 


Price $4.10 


Style No. 88 
Same—17/8 Louis 
A to D Widths 


Style No. 89 
Pat. ‘ 
ened 
14/8 Cuban Heel 
AA to C Widths 
All Priced at $4.10 


Style No. 84 


Pat. ‘‘Fifi,’’ Plaza Last 
14/8 Heel 
A to C Widths 


Price $4.10 


PATENTS 
IN STOCK 


These Littleway Quality 
shoes have the stylish ap- 
pearance and beauty of 
line that will bring an 
extra good mark-up; we 
can ship them to you at 
once so that you’ll get the 
quick turn-over that 
means real profits. 


Send orders to factory— 
terms 2% —Ten days. 


You need ’em—we have 


’ 


em. 


Boston Office—Metropolitan Bldg., 
260 Tremont St.—Room 1410 


WISE & COOPER SHOE CO. 


Makers of Good Shoes Since 1883 


Style No. 85 
Pat. ‘‘Fifi,’’ Belmont 
st 
19/8 Heel 
AA to © Widths 


Drake 


Pat. ‘‘Irene,’’ 
Last 


16,8 Heel 
A to D Widths 


Price $4.10 


AUBURN, MAINE 
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SAVE 25% TO 40% 
ON TENNIS SHOES 


Moccasin, with Crepe Sole 
In Brown or White 


a. 
White Oxford, Crepe Sole 
Men’s sizes to 24 pr. case. 
Men’s 12/8—7/9—3/10—2/11.. 
Boys’ 2%-6 (Regular) 
Women’s sizes to 24 pr. case. 
Women’s lehenT Ae ar itade BE stat 
2/6—3/7 Se. 


- 65c. 


The Best Buys We Have Ever 


Offered 


These are Quality Shoes 
under priced 





Famous Brands—Perfect Goods 


In Stock— 


Immediate Delivery 
Prices Net F. O. B. Boston 


ee Little Gents’ ... .60c. 
24 pair Cases—Regular Size Runs 


We have many other Special lots too 


numerous to mention here. 
know your requirements. 


J. A. KEMLER 


“Always Underpriced” 


108 LINCOLN ST., BOSTON 


Let us 


Ge. cecscvcs Little Gents’ ....55 
24 pair Cases—Regular Size Runs 
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IN ALL “Shoedom” there is no name that has-more genuinely earned 
the respect of buyer and seller alike than “Standard Rau-Craft”. That 
name in padded sole slippers for men, women and children and wood 
heel slippers for women, is a gilt-edged guarantee of style and quality 
that cannot be excelled at any price. 


Shoe merchants who feature “Standard Rau-€raft” slippers to their trade 
are confident and secure in the knowledge that they are offering the very finest 
grade of this merchandise that money can buy. 


“Standard Rau-Craft” Slippers for men, women and children are made like 
“custom” shoes in the finest grades of leathers and satins obtainable. They 
are a real profit source to your business and a genuine means of attracting and 
holding customer good will. 


S. RAUH & COMPANY, 310-18 Sixth Avenue, New York 
) ) 


“Best for Rest” 
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I a E K . * ti 
I N ~ “Bombay” 0 
Cuban and Spike Heel st 
B-236—Patent 14/8 Cuban ? re 
of 
sc 
cc 
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er 
ar 
se 
B-238—Patent Leather th 
B-7723—P with Parchment Trim 
-773- ee eee pee 4 Goodyear Welt ho $4.60 pu 
woe ee: 5.00 B-565—White Calf...... te aa a ee B-284A—Parchment Kid.$4.75 al 
\ ar 
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. Alfa “Clare h 
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“ 4 Se 
: Da 
B-774—Patent ........- $4.50 23 
B-764—Parchment Cole ‘ rel B-794—Shell Gray Calf B-733—Gun Metal Calf. .84.50 > 
B-798-——Shell Gray oo Se (Blue Underlay) ...... $4.75 B-709—Parchment Calf e 
B-660—White Caif....... 4.75 B-792—Parchment Calf (Abbo Patent Piping)... 4.75 B-573—Black Satin...... 64.25 At 
(Abbo Patent Underlay). 4.75 B-708—Patent Leather = parma Leather. . 4.25 | a 
Ger SS ae eee (Parchment Calf Piping). 4.50 3-575—White Kid ...... 4.75 me 
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SIZES e = 
AA ..4+-.4% to 8 
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B cccccece 3% to 8 cou 
© secsesseS 8 dar 
Terms 
Net 30 Days 
B-260—Patent ......... $4.75 eins 
- BOND lixetes es 
THE MENIHAN COMPANY "=" = | 
SHOEMAKERS FOR WOMEN y 
a 
New York Office: 612 Marbridge Bidz. Oakland, Cal., Office: 424 Belview Ave. sho 
B. W. a. ain ¢ Bids ‘ H. 8. KUSHINS van 
Cleveland Office: 1599 ion Trus . os Angeles Office: 107 East Sth Street 
A. F. JENKS C. E. VanDEGRIFT - 
. Chicago Office: Majestic Hotel 
F. J. SATION ‘ Pea 
Makers of Menihan Arch-Aid Shoe shoe 
Write for Agency Proposition Pre: 
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Plans Laid for Six Regional 
Conferences in the State 
During May and June 


CoLumBus, OHIO (UTPS)—Execu- 
tive Secretary C. E. Dittmar of the 
Ohio Valley Retail Shoe Dealers’ As- 
sociation is receiving many favorable 
responses from dealers in ali sections 
of Ohio regarding the plan of the as- 
sociation to hold a series of six regional 
conferences. These conferences will be 
held in conjunction with retailers who 
are members of the Ohio Retail Clo- 
thiers’ and Furnishers’ Association 
and the Ohio Retail Dry Goods Deal- 
ers’ Association. All three associations 
are looked after by Mr. Dittmar as 
secretary or executive director and 
thus they are easily combined for the 
purposes of the conferences. In fact, 
all retail problems in the three lines 
are very similar, and much benefit can 
be secured by the combined meetings. 

J. J. Henry of Huntington, W. Va., 
president of the Ohio Valley Retail 
Shoe Dealers’ Association, has named 
the following regional chairmen to co- 
eperate with similar chairmen from 
the other two groups to complete ar- 
rangements for the meetings: Jack 
Schaefer, of the Rike-Kumler Co. of 
Dayton, for the Dayton meeting May 
23; Paul Crawford, a dealer in Lima, 
for the Lima meeting May 24; Austin 
Herman, a dealer of Chillicothe, for the 
Athens meeting May 26; George Bunn, 
a dealer in Salem, for the Canton 
meeting June 7; John Rosino, a dealer 
of Sandusky, for the Sandusky meeting 
June 9, and H. T. Siegenthaler, of the 
Siegenthaler Shoe Co. of Mansfield, for 
the Mansfield meeting June 15. 

Each of these regional chairmen will 
name county chairmen in the 15 to 20 
counties comprised within the boun- 
daries of the various districts. 





Open New Department 


RACINE, W1s.—A new department of 
— shoes has been opened by the 
F. Bootery in this city, a com- 
plete ie of these style shoes being 
shown in the new department. An ad- 
vance showing was held by the store 
the night before the department was 
formally opened. In addition to the 
Peacock footwear, other brands of 
shoes were on display including Arch 
Preserver shoes, Dr. Darling Health 
shoes, Pedigo styles, and F. F. H. 
Stantest shoes for men which are made 
by the company’s factory in Racine. 
No sales were made at this advance 
showing, it being for the benefit of cus- 
tomers of the store. 








Ohio Shoe Men Approve Meets with 
Clothiers and Department Stores 





NATIONAL CONVENTION 
DATES ARE SET 


The National Shoe Retailers’ As- 
sociation will hold its annual con- 
vention in Chicago, at the Hotel 
Stevens, on Monday, Tuesday, 
WV and Thursday, January 
9, 10, 11 and 12, 1928 

Manager Spangler designates these 
dates for the National convenience 
of buyers. Merchants resident at 
great distances prefer to spend New 
Year’s day at home and these dates 
permit them to leave home after the 
holiday and arrive in Chicago in 
ample time. 

The following week the manufac- 
turers meet in New York City. 











Slaughter Changes Job 


LitTLE Rock, ARK. (UTPS)—Basil 
B. Slaughter, who for several years 
was connected with the shoe depart- 
ment of the Gus Blass Company, has 
been made manager of the Little Rock 
Shoe Store, Capitol Avenue and Louisi- 
ana Street. Mr. Slaughter states that 
they have changed from the high priced 
shoes to popular prices, and has quite 
an increase in sales, resulting from this 
change. 


Used Living Models 


DENVER (UTPS)—The May Co.’s 
exposition of spring footwear on living 
models attracted the interest of all Den- 
ver women desiring to keep pace with 
what is what in modish shoes. The 
show lasted three days and 150 smart 


new styles were exhibited. Models for | 
| the Rival Shoe Company, Inc., 


every hour of the day from golf in the 
morning to dancing ih the evening were 
shown. The wide, spacious location of 
the shoe department on the first floor 
lent itself admirably to the occasion. 


Goldberg Show Chairman 


Cuicaco—Julius Goldberg, of O’Con- 
nor & Goldberg, has been designated 
as chairman of the style show to be 





held in conjunction with the next 
N. S. R. A. convention here next 
January. 





Prepare NOW for the peak of | 
retail selling in June!! 


= 
2 
3 














S. J. Brouwer Opens 
Another Shoe Store 


MILWAUKEE.—One of the most beau- 
tiful retail shoe stores in Milwaukee 
has just been opened by the S. J. 
Brouwer Shoe Co., at 436 Milwaukee 
Street, which is to be known as “Brou- 
wer’s Cantilever Shoe Store.” The com- 
plete line of Cantilever shoes for men, 
women and children has been trans- 
ferred from the main store on Wiscon- 
sin Avenue to this new store. William 
Van Beckum is in charge. 

As one approaches the store, all of 
the shoes on display in the windows are 
visible, due to the angles at which the 
front has been built. It is an innova- 
tion in store fronts and was worked 
out by Mr. Brouwer. The windows have 
tile bottoms, and the walls are finished 
in a cream stucco, as is the interior 
of the store. In the center of the walls 
has been placed a drape which harmon- 
izes with the furnishings of the win- 
dows and adds a touch of color to them. 

The interior of the store is unique 
for a shoe store in that no shoe boxes 
are in sight. The stock of Cantilever 
shoes is kept in the rear of the store. 
The floor is heavily carpeted and there 
are two rows of comfortable armchairs 
down the center. 

Two cut glass mirrors are hung on 
each wall and below each is a marble- 
top table with wrought iron stands, on 
which are displayed Cantilever foot- 
wear. The woodwork is dark, and the 
store is well lighted with two large 
frosted chandeliers. 

In announcing the opening of this 
store, Mr. Brouwer also announced that 
his Tammany Hall Store at Lincoln 
Avenue and Greenbush Street, on the 
south side of Milwaukee, is to be closed 
on May 1. 


Rival Opens in Baltimore 


BALTIMORE (UTPS)—A _ new chain 
store organization has entered the re- 
tail shoe field of Baltimore. This is 
which 
is controlled by the Melville Shoe Corp. 
of New York. The local store, just 
opened, is located at 22-24 East Balti- 
more Street, recently vacated by the 
Tri-Flex Shoe Company. 

The store, which is known as store 
number 72 of the organization is feat- 
ured with a typical Rival Shoes store 
front and with its large attractive dis- 
play windows and unique glass metal 
trimmed door, affords Baltimore with 
a distinctively new type of shoe store. 
The $5 line of shoes for men, as in all! 
its other stores is featured. Hosiery 
is also carried. 

Bernard I. Gilchrist, who had been 
local manager of the Thom McAn Shoe 
stores. also operated by the Melville 
organization, has been made manager 
of the Baltimore Rival Shoes store. 
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‘OU will see in manufacturers’ lines, footwear for im- 

mediate selling, made up of the following colors of 

leather, the final decision of the styles committee 
appointed to make selection. 


SHELL GRAY ROSE BLUSH 
PASTEL PARCHMENT 

STONE STROLLER TAN 
HAMPSTEAD BROWN 


These are beautiful colors, some very delicate in tone, 
and all requiring the most perfectly compounded shoe 
polish to perpetuate their richness and charm. 


With just one — Bostonian Shoe Cream —(Neutral)— 
all of the above leathers, alone or in combination, can be 
so thoroughly cleaned, polished and protected, that the 
charm of coloring and feel can be maintained through the 
life of the shoe. 


A shoe polish of such great merit, bearing ‘a name of 
tremendous consumer influence, assures frequent and 
profitable sales. ‘ 


Bostonian Shoe Cream is also to 
be had in any particular color, 
including black and tan. Order 
from your jobber. 


WHITTEMORE BROS. 
SUPERIOR SHOE POLISH MANUFACTURERS 
FOR NEARLY A CENTURY 
BOSTON, MASS. 
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New York Shops 
Set New Records 
For Easter Trade 





“Trading-up” Tendency 
Marked; Colored Kids 
Move Well; Tans Gain 


New YorkK—The pre-Easter shoe 
business in New York was excellent. 
In fact, it is safe to say that a new 
high pre-Easter record was hung up. 
Gains in sales totals for the week pre- 
ceding Easter this year, over the same 
week of last year ranged up to 35 per 
cent. The gain in business was par- 
ticularly noticeable in men’s shoes. 

One interesting angle of the shoe 
business during the past two weeks 
here was the distinct tendency toward 
“trading up.” Consumers are demand- 
ing the better grades of footwear in 
most encouraging quantities. Fifth 
Avenue shops did a big pre-Easter 
business, and a canvass of the shoe 
stores between Forty-second and Fifty- 
seventh Streets on the world’s best 
known shopping thoroughfare showed 
every one of them reporting increases 
over last year, some of them as high as 

‘25 per cent. 

Another encouraging feature of the 
pre-Easter trade in men’s shoes, was 
the high proportion of tans, compared 
to blacks. In practically all instances 
the sale of tans exceeded blacks by the 
average of 60 to 40. Lightweights or 
summer-weights also were in brisk de- 
mand, an encouraging sign at this time 
of the year. Several stores reported 
good sales of men’s all-white bucks, as 
well. 

In the women’s lines, the conspicu- 
ous feature was the demand for col- 
ored shoes. Despite the talk of a big 
public demand for black, most of the 
stores in the mid-town section reported 
colors outselling blacks for the two 
weeks preceding Easter. Russia calf 
also moved rather briskly and here and 
there satin showed some activity after 
many months of dormant idleness. 





Saturday Specials 


DENVER (UTPS)—Saturday specials 
put on by the Walk Over store is an 
innovation proving increasingly popu- 
lar. A certain number of shoes are 
put on sale at a marked reduction. Re- 
cently 250 pairs of women’s high-grade 
low shoes valued at $12 were offered at 
$6.85. Of course the ladies came in 
flocks to seize advantage of the oppor- 
tunity. Invitations are also extended 
te open an account, which is not a com- 
mon practice outside of department 
stores. 


Greenblatt with Olinger 


MILWAUKEE—E. Greenblatt is the 
manager of the shoe department of the 
Olinger Department Stores, Inc., which 
has just opened a store in Milwaukee, 
at the southeast corner of Third and 
Wells Streets. The company is occupy- 
ing three floors and the basement of 


Success in Concentration | Kennedy and Gillespie 
SEATTLE, WASH. | 


—There are few 
better examples of 


centration in buy- | 
ing than that fur- 
nished by the Buck 
Shoe Company of 
1431 Fourth Ave- 
nue, this city. The 
head of the com- 
pany, George Buck, 
has been in busi- 
ness here for about 
15 years, merchan- 
dising Ground 
Gripper shoes ex- 











the building it is located in. 


clusively and with 
great success. 


Geo. Buck 


the wisdom of con- | 


| 


| ing, and the Gillespie Bros. shoe store 


Prior to his entry into the shoe busi- | 
ness he had a wonderful business train- | 
ing as private accountant to Judge E. | 


H. Gary of the United States Steel 
Corporation, which position he held for 
a number of years. In addition to sell- 
ing shoes, Mr. Buck casts a wicked fly 
among the trout and plays a good game 
of golf. 


Zavitz’s Store Opens 


INDIANAPOLIS (UTPS) — Indianapo- 
lis’s newest shoe store, the Foot Saver 
Boot Shop, under the management of 
H. B. Zavitz, formerly of Columbus, 





Ohio, at 19 West Market street in the 
Illinois building, was formally opened | 
last week. Zavitz, who has had long ex- | 
perience in the shoe business, is assisted | 
id Ray Dorr, also formerly of Colum- | 
us. 

The shop will cater to the exclusive 
women’s trade, and will handle only 
the nationally advertised Foot Saver | 
shoe, manufactured by Julian & 
Kokenge of Cincinnati, Ohio. 

The shop is a departure from the | 
usual shoe store. Carved walnut | 
chairs, upholstered with gay tapestry, 
replace the customary seats. A thick | 
carpet of harmonizing colors covers the 
floor and ivory enameled shelves pro- 
vide spaces for neat appearing pink 
boxes of shoes. A show window of 
leaded glass displays to advantage the 
products on sale. As a special feature 
during the opening week, Theodore 
Gutwein, factory representative, was 
at the shop to assist in correct fitting 
of shoes on women demanding special 
footwear attention. 





Color Card Ass’n Moved 


New York—The office of the Textile 
Color Card Association of the United 
States, which in conjunction with the 
shoe and hosiery trades brings out the 
seasonal and standard shoe and hosiery 
color cards in addition to the textile 
color cards, was moved April 18 from 
50 East Forty-second Street, to 200 
Madison Avenue at Thirty-sixth Street. 
The new telephone number is Caledonia 
5882. 





Prepare NOW for the peak of 


retail selling in June!! 


Sm MO 











Firms Consolidate 


KNOXVILLE, TENN. (UTPS)— The 
consolidation of two of Knoxville’s 
leading shoe concerns, the Kennedy 
Boot Shop, owned and operated by John 
L. Kennedy in the Holston Bank Build- 


at Gay Street and Union Avenue, owned 
and operated by Frank and Eugene 
Gillespie, has been effected. The stores 
are to begin operation as one corpora- 
tion, to be known as the Kennedy-Gil- 
lespie Shoe Co., about May 1, accord- 
ing to present plans. 

The Kennedy Boot Shop will be 
moved and merged with the Gillespie 
Bros. store and will deal exclusively in 
ladies’ shoes, featuring Laird-Schoeber 
and similar high class lines. A hosiery 
department will also be maintained. 
The store will be under the direct man- 
agement of John L. Kennedy. 

A shop at 522 Gay Street to be oper- 
ated under the name of Gillespie Bros. 
will be opened by Frank and Eugene 
Gillespie, selling the Edwin Clapp shoe 
for men, with the Messrs. Gillespie in 
charge. 

The large shoe department in the J. 
S. Hall store on Gay Street, which is 
also owned by Mr. Kennedy, will con- 
tinue as heretofore. 

Both Mr. Kennedy and the Messrs. 
Gillespie have been identified with the 
shoe business of Knoxville for many 
years. 


George Brown with Ross 


NEw YorRK City—George L. Brown, 
| for the past four years affiliated with 
the J. C. Penney Co. selling ne pe 
tion, in charge of store personnel, and 
for two years manager of the com- 
| pany’s St. Louis office, and with other 
| valuable merchandising experience to 
| his eredit, has recently been elected 
executive vice-president of The Ross 
Stores, Inc., with headquarters at 891 
Broadway, this city. Prior to joining 
Penney’s, Mr. Brown was connected 
with L. Sonneborn Sons, Inc., in a 
managerial capacity, and before that 
was engaged in sales research work for 
the B. F. Goodrich Rubber Co. of 
Akron. He was at one time secretary 
of The Advertising Club of New York, 
and was also closely affiliated with The 
Port of New York Authority. 

The organization plans to effect an 


| expansion plan, whereby a partnership 


arrangement for the managers of the 
individual stores will be established; 
Mr. Brown said. The manager of a 
store operated by the Ross chain, com- 
prising over 20 department stores, will 
get approximately one-fourth of the 
profits of his store, and will be allowed 
to open additional units, in which he 
will also share in the profits. 


Walk-Over Shop Altered 


CANTON, OHIO (UTPS)—The Walk- 
Over Boot Shop of Canton has under- 
gone complete alterations, in which 
the window display space was consider- 
ably enlarged. This necessitated the 
changing of the entrance, enlarging 
one of the windows which has _ been 
merged with a center show case. The 
interior has been completely altered 
and decorated. 
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The Store That Sells Service Wins 





will keep them 
beautiful! 


HENEVER you sell beau- 

tiful shoes, sell the correct 
Cinderella dressing to keep them 
beautiful. It’s the type of service 
that pays. This season, for in- 
stance, you will want dressings 
for Pastel, Pastel Parchment, 
Rose Blush, Stone and Parch- 
ment. You will want Cinderella 
because these guaranteed dress- 
ings renew these new colors in 
Kid and Calf and do not injure 
the finish. 


Your jobber can supply you. 


= (ind Shoe 
4 Dressings 


“Restore Loveliness to 
Footwear” 


HITE 





EVERETT & BARRON COMPANY, PROVIDENCE, R. I. 
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Insisting 
Upon Snyder’s 
BLACK 
PATENT 
LEATHER 
Insures 
Cleaner and 
Longer 


Wearing Shoes 


Your name on our 
mailing list will keep 
you in touch with 


everything new. 


\ 
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AUCTION 


PARTITION 
IN RE 


ESTATE 


OF 


HENRY LINDENBERG 


DECEASED 


SHOE FACTORY 


Real Estate— Machinery—Stock— Equipment 


Finest and most complete stock of 
leather in the south, in original 
bundles; also lasts, dies, patterns, 
cut soles, rubber heels, counters, 
shanks, sole leather, cut heels, 
lifting stock, thread, linings, etc. 


Property to be offered: First, as 
going concern; Second, in suit- 
able trade units; Attorney for 
beneficiaries reserving right to 
elect under which plan sale will 
be confirmed. 


TERMS: 


ENTIRETY: 


20% cash, 13 1/3% in 30 days; balance | and 


2 years at 7% 


REAL ESTATE: 


20% cash, 13 1/3% in 30 days; balance | and 


2 years at 7%. 


PERSONAL PROPERTY: 20% 


cash; balance before removal—in any 


event, within 30 days. 


AUCTIONEER’S FEE: 


1% payable by purchaser at time of sale. 


SALE TAKES PLACE ON PREMISES 


2256-2260 N. Claiborne St., New Orleans, La. 
Tuesday, May 3rd, 11 a.m. 


For catalogues and information, please 
communicate with 


GERTH’S REALTY EXPERTS, INC. 
Auctioneers 
Executive offices 
603 L& L & G Bldg., New Orleans, La. 


Geo. Montgomery, Attorney for the 
Beneficiaries, 301 L & L & G Bldg., 
New Orleans, La. 
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One Way the Shoe Retailer 


Can 
Increase Profits 








Carrying too many different lines of similar shoes hurts any retail shoe 
business. It retards turnover, complicates sales work, restricts the buying of needed 
new styles, confuses the customers—and leads directly to a top-heavy stock of odds- 
and-ends at the close of the year. 





THE “CONQUEST” 
This Keds model with vulcanized 
crepe rubber sole gives sure grip 
and wonderful wear. White or 
brown lace to toe style—white with 
black trim or brown with gray trim. 


In Keds, the United States Rubber Company offers one good way to help solve 
this difficulty. Keds, made only by the United States Rubber Company, is the most 
complete and best known line of fabric rubber-soled shoes manufactured. Keds is 
the standard by which the quality of all fabric rubber-soled shoes is judged. Keds 
is a name the public uses more often than any other to indicate its brand preference 
for sports and recreation footwear. 


The Keds line offers many advantages to the wide-awake merchant. Con- 
centrate your purchases on Keds! Use the Keds free advertising helps! This 
means increased sales, a cleaner stock at the close of the year, and decreased 


handling expense. 


United States @ Rubber Company 
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Much Brighter Future Is Seen for 
Shoe Industry in New England 





The Opinion at Annual 
Meeting of N. E. Shoe 
and Leather Association 


Boston—New methods of manufac- 


' ture and new methods of merchandis- 


' ing are gradually 
» land. 


replacing those 
which have been in vogue in New Eng- 
This is the optimistic note 


| sounded at the annual meeting of the 


wise: 


' New England Shoe and Leather Asso- 


ciation by Vice-President Charles H. 
Jones, who presided in the absence of 
President A. W. Donovan. Incompara- 
ble opportunities confront the New 
England shoe industry, said Mr. Jones, 


» and the outlook is decidedly favorable. 


aos ee 








\ The meeting was held following a 
' luncheon at the new Hotel Statler, 


April 13 

Another speaker who sounded a 
similar note of optimism was J. Frank 
McElwain who commented on _ the 


+ Shoe Survey Report made some time 


ago by the New England Council. 
The following officers and directors 
were elected: 
President: Alfred W. Donovan, E. 
T. Wright & Co., Inc., Rockland, Mass. 
Vice-presidents: Charles H. Jones, 
Commonwealth Shoe and Leather Co., 
Boston; Burt W. Rankin, Hunt-Ran- 


kin Leather Co.; Fred B. Rice, Rice & 
» Hutchins, Inc.; Arthur W. Wellington, 





P United States Leather Co. 


Secretary-Treasurer: Thomas F. 


Anderson. 

Directors: Merton R. Alden, Joseph 
M. Herman Shoe Co.; Charles Ault, 
Ault-Williamson Shoe Co.; Lucius J. 
Barnet, J. S. Barnet & Sons; Everett 
Bradley, Bradley-Goodrich Co.; Edwin 


> T. Cady, The Griess-Pfleger Tanning 
> Co.; Charles T. Cahill, United Shoe 
» Machinery Corporation; 


Elisha W. 
Cobb, Beggs & Cobb; Herbert T. 
Drake, W. L. Douglas Shoe Co.; Ho- 


S race R. Drinkwater, Edwin Clapp & 
Son; William J. Fallon, W. J. Fallon 


Leather Co.; Harry FE. Gardner, 
American Oak Leather Co.; Charles 
C. Hoyt, National Fabric and Finish- 
ing Co.; Buford H. Jones, Thomson- 


= Crooker Shoe Co.; George A. Learned, 


George A. Learned Co.; Julian T. 
Leonard, Leonard & Barrows; Herman 
E. Lewis, Herman E. Lewis, Inc.; J. 
C. Lilly, American Hide and Leather 


> Co.; Paul O. MacBride, Milford Shoe 











Co.; J. Franklin McElwain, J. F. Mc- 
Elwain Co.; H. T. Melbye, Bristol 
Patent Leather Co.; Myer T. Ornsteen, 
Myer T. Ornsteen Shoe Co.: H. M. 
Read, Gregory & Read Co.; Horace R. 
Thomas, homas & Lake, Inc.; W. C. 
Tobin, Endicott, Johnson Corporation; 
Lloyd J. Thayer, Thayer-Foss Co. 











Kanally Reorganizes 


HIGHLAND, ILL.—The Kanally-Wick | 
Corp. of this city has been reorganized | 
under the name of the Kanally Shoe | 
Company, Inc. The factory and head- 
quarters have been removed to Newton, 
Ill. M. E. Kanally is president of the 
new company. A Van Den Ende is 
vice-president. The company will man- 
ufacture a specialty line of men’s and | 
boys’ shoes. 


Boston Factories Deluged 
with Late Spring Orders 


BostoNn—The shoe factories in this 
market are all being deluged with rush 
orders. As one executive said the 
other day: “If we could deliver shoes 
to the many merchants who are tele- 
phoning and wiring us for spring shoes 
the day before instead of the day after 
the order is received by us, it would be 
no more than meeting requirements. 
Even air mail is not quick enough for 
some of the late ones, who have now 
really made up their minds as to water 
lily, grays, parchments, and other light 
colors in women’s shoes. The pattern 
does not make any difference this year. 
Ties are in the demand; straps, from 
one to three or four, are good sellers; 
pumps are popular.” The principal 
thought in the Spring, 1927, shoe sit- 
uation, and especially as it relates to 
women’s shoes, is quick delivery. 

One of the materials in demand in 
the orders for immediate shipment on 
women’s shoes, is black satin; patent 
leather shoes with fancy trims are also 
among the numbers wanted in a hurry. 
White kid shoes are beginning to ap- 
pear more frequently in the samples 
presented. Some are in plain white, 
and others are in white with fancy 
trims. Patent leather makers are gen- 
erally very busy. Many report the 
best season in years. High grade black 
calf is still strong in the men’s shoe 
trade. 

Colored calf, made up attractively 
into women’s shoes, was on display re- 
cently at the show rooms of one of the 
leading tanners of this leather. The 
leather carried textile designs. 








Prepare NOW for the peak of | 


retail selling in June!! 
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More Interest in Tans for 


Men Seen in Milwaukee 


MILWAUKEE, WIs.—Milwaukee shoe 
factories are enjoying a very good mail 
order business this month which is 
about two months earlier than it was 
last year, according to Fred A. Mayer 
of the F. Mayer Shoe Co. This is taken 
as an indication that the trade is buy- 
ing on a conservative basis. The orders 
from salesmen on the territories have 
increased in the last period also and 
the factories are operating on a good 
production basis. Blacks are leading 
tans in the men’s shoes, although tans 
are selling better than they have been. 
The business on ladies’ footwear at the 
Mayer company is mostly on blacks. 
Mr. Mayer anticipates a good season 
on white shoes for women and points 
to the fact that white strap slippers 
are in favor in the East now and be- 
lieves that this summer will see a 
greater business on white shoes than 
that of the last two summers. 


J. C. Johnson, sales manager of the 
Nunn, Bush & Weldon Shoe Co., gave 
another favorable report on mail order 
business. Tans are more in favor now 
as the weather is getting warmer while 
blacks are fair to good. Most of the 
business is being done on the plain 
leathers, with a few grains moving to 
the trade. 

At the Harsh & Chapline Shoe Co., 
there has been a slight easing up in 
business which is seasonal and is a 
recurrence of last year at this time. 
The orders from the salesmen on the 
territories are better than they were a 
year ago also. Blacks are moving bet- 
ter than tan shades, and the tendency 
in the tans, according to this company, 
is toward the darker shades. 


Brooklyn Firms Merge 


BROOKLYN, N. Y.—Lee Gore Shoe 
Co., Inc., formerly of 505 Court Street, 
Brooklyn, was merged with Tull & Gor- 
don, Inc., of 379 DeKalb Avenue, 
Brooklyn, on March 16 last. The name 
of the new organization is Tull & Gor- 
don, Inc. 

The officers of the organization are 
Jacob Levine, president; Jacob Gore- 
lick, treasurer, and Julius Tull, secre- 
tary. 

This firm will continue manufactur- 
ing fine women’s turn shoes with a 
daily output of 650 pair, in a modernly 
equipped plant. They are running to 
capacity since organized. Messrs. Mor- 
ris A. and Leo Gordon are sales rep- 
resentatives throughout the country. 
Their New York office is located at 
Rooms 449-453 Marbridge Building. 
Their Brooklyn office is managed by 
Maurice B. Leschen, formerly of the 
Lee Gore organization. 
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Presents these three 


Alluring Creations 


Red and Blue Kid 
Pastel Shades 
Patent 






















3671 
mother of pearl saddle. i 

corded. Grey kid ed. 

breasted spike heel. 





3671—Women’s American Beau me 
gandal. Silk French corded. 

= lined. 20/8 full breasted a4 
3669-—Same in patent leather grey 


3670-—-Bame in 13/8 cuban heel. 
3672—As 3671 in all blue kid. 
3673—As 3669 with mother of pearl 
ball strap. ~ wo 8. . lined. 


cuban 1S 


spike heel. 
3665—Same in green kid. 
3666—Same in blue kid. 





Parchment ane lined. 
B wide » 8 366 1—Sam: 

C wide 3% to 8 leather. Grey kid 
Price $4.25 


covered cu! ee 
4 wide 4 to 8 
wide 3 to 8 
rh wide 2% to 8 


Price $4.25 


ap tae leather T strap wel with ball stra) 
of red and white gingham, 20/8 full breasted spilt 
heel French corded, Kid. lined. 
iat 

s No 0 green an e ginghan 
Cut out Grecian Sandals are now be- oat on 
ing shown in Fifth Avenue’s smartest 
shops. These Bleecker models are 


authentic. 


2% 
Width A Ay Cc 
Price $3.60 















Boston Office "HC Lor Detroit Office 
216 Essex St. - ¥ 2 7 " 
: R 418 
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138-140 DUANE ST. NEW YORK CITY 
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Merchants Now Ordering 
Longer Runs of Sizes 


Tendency Noted in Lynn Factor- 
ies; Whites Beginning to Show 
Gains A 


LyNN—Lynn makers are proceeding 
with Summer shoes, and are working 
out style problems as they come along. 
Buyers continue to keep close to re- 
quirements and to change style selec- 
tions quickly and often. Interesting 
ideas about the fit and style of shoes 
keep coming in, and there appears to 
be a tendency to buy longer runs of 
sizes so as to get more shoes fitted 
right. 

With heels up to 20/8, or higher, 
makers are using a new type of last, 
called the short coupled last. It has a 
short heel seat, based on the theory that 
the high heel thrusts the foot forward 
and, in so doing, shortens up its heel 
measurements. Much attention is given 
to working out heel seats and quarter 
linings so that they will not chafe on 
light summer stockings, and many 
linings are now smoothed off with an 
electric iron. A bit of a new idea in 
heels is that of putting a piping of 
black or colored leather, between the 
base of the quarter and the top of the 
heel. Another idea is to buff the shank 
lines extra slim, so as to emphasize the: 
shape of the heel as well as the slender- 
ness of the shank. 

Heel trims to match the figures on 
the new slenderizing ankle stockings 
are now in a variety of patterns. Sport 
and walking models carry heels down 
to as low as 8/8, and there is some 
speculation as to how the muscles are 
going to stand the stretch when shoes 
are changed from 20/8 to 8/8 heels. 

Oxfords of the sport, dress and 
street types, as well as of the health 
models, continue to gain. 

In patterns, sandals lead, and mak- 
ers continue the tendency to produce a 
sandal style that will hold the foot 
within bounds. An exception is made 
for the skeletonized sandals. Last 
week, there was a fresh development 
of wide straps, with fancy buckles. 
The narrow strap patterns are more 
intricate, being of the “cat’s cradle” 
class, or woven through loops in 
vamps, quarters and straps. Ties con- 
tinue in good standing. 

In leathers, whites are gaining, with 
patents still selling strong. Nearby 
tanners report a revival of interest in 
reptilian leathers, especially snake 
skins, and the indefinite checks and 
polka dots; also, an increasing demand 
for white leather, with a tendency to 
tone down the whites to the hues of 
water lily or rose blushes, or parch- 
ment, these toned down leathers to be 
used for trims. Tans are staple, with 
one salesman reporting unexpectedly 
large sales of fine brown kid, a stand- 
ard high grade stock. 


J. C. Curtin Recovering 


RocHEster, N. Y.* (UTPS)—John C. 
Curtin, treasurer of the Burrows Shoe 
Company, Inc., is at Saranac Lake re- 
cuperating from a recent illness. It is 
understood by friends here that Mr. 
Curtin is well on the road to good 
health again and will soon be back on 
the job at the Burrows factory here. 





Katzman Going Abroad 


PHILADELPHIA — Jacob Katzman, 
president of the French Beading & 
Novelty Co. of this city, leaves on 
April 30 for a six weeks trip to France, 
Germany and Czecho-Slovakia, to in- 
spect and buy novelties, observe the 
style trend and to absorb new ideas 
which will be incorporated in his com- 
pany’s line. 

* 


Mr. and Mrs. Day Return 
from European Trip 


After being away for three months 
Mr. and Mrs. A. L. Day of the Ideal 
Baby Shoe Co., Danvers, Mass., have 
returned home. They report a most 
enjoyable cruise to the Mediterranean 
on the steamship Rotterdam, including 
side trips into Egypt and Spain. Lon- 
don and Paris were visited en route. 
Though the desire for pleasure and 
recreation prompted this trip, Mrs. 
Day could not resist the opportunity to 
establish export connections in a num- 
ber of points through Europe. 


Boosting Brockton Shoes 


BrockTtoN—Although Brockton citi- 
zens spend annually more than $390,- 
000 for children’s, growing boys’ and 
girls’ shoes, less than $50,000 of this 
amount is expended for shoes made in 
this city, although factories here dur- 
ing the year turn out many times this 
high total. This fact was set forth in 
a report made this week by the Joint 
Shoe Council special committee which 
for some time has been considering 
ways and means of selling Brockton’s 
own shoes to Brocktonians. Several 
Brockton firms make growing chil- 
dren’s shoes including the W. L. 
Douglas Shoe Co., Thompson Bros. 
Shoe Co., Schwarz, Ruggles Shoe Co., 
and Craig, Reed & Emerson, Inc. Fol- 
lowing the disclosures, the council com- 
mitte has decided upon a program in 
which mothers of the city are to be 
urged to insist on Brockton-made 
goods. In like manner, too, an effort 
is to be made to get adults, both men 
women, to buy home-made products 
also. 


Ralph L. Wiggin Dead 


HaAvERHILL—Ralph L. Wiggin, for 
20 years prominently identified with the 
local shoe industry, and until six years 
eg? factory manager for the Ruddock 
Shoe Co., this city, died April 12, at his 
home in Auburn, Me. For the last 
five years he had been connected with 
the Cushman-Hollis Shoe Co. of Au- 
burn. Mr. Wiggin was born in Auburn 
60 years ago. He married Miss Gertrude 
Yeaton of Auburn and came to Haver- 
hill to reside. Residence was main- 
tained here for over 20 years, during 
which time he was associated in vari- 
ous executive capacities with the local 
shoe industry. 





yuu vn4 anvee reenencpeenenenate: 


Prepare NOW for the peak of | 


retail selling in June!! 











Haverhill Factories Now 
Beginning Summer Run 


HAVERHILL — Easter business was 
handled with dispatch by local manu- 
facturers and the plants are now giv- 
ing their attention to summer-wear 
production. Shipments on Easter mer- 
chandise were made promptly and the 
records made on deliveries are expected 
to be reflected in immediate placing of 
repeat business. Shoes for the Easter 
trading were well eut of the factories 
by Palm Saturday, but late rush busi- 
ness kept the factories going at brisk 
rate right up until the holiday. 

A drop in production figures is being 
noted and a temporary slackness is pre- 
dicted in many of the factories selling 
to the retail trade. The mail order 
wholesale houses, however, continue 
rushed, with both the smart blacks and 
airy whites moving well and promising 
to hold strong well through another 
month. Plants making the better 
grade merchandise are featuring for 
summer-wear white slippers with 
green, blue and red heels and straps. 
A new color for slippers has come for- 
ward, namely porcelain, an ivory shade 
which has gained wide attention. The 
Easter footwear ranged from parch- 
ment and the new pearl lustre to 
opalescent kid, and colored and black 
patent leather. The late season mer- 
chandise will still feature black and 
colored patent, with black satin in as- 
cendency, with whites more and more 
in the foreground as the summer days 
approach. 


Mail Order Plants Busy 


HAVERHILL — The local mail-order 
factories are enjoying an active season 
and with the passage of Easter still 
continue brisk. The Ornsteen Shoe 
Co., J. A. Jonas Shoe Co., and the R. V. 
Murphy Shoe Co., are among the most 
active. The wholesale factories during 
recent seasons have been recognized as 
the most steady in the local industry 
and this branch of the shoe business 
has been developed with general suc- 
cess. 


Brenner & Brody Move 


HAVERHILL—The Brenner & Brody 
Shoe Co., makers of women’s McKay 
shoes, have completed a very impor- 
tant business expansion by transfer- 
ring their business from 280 River 
Street, to a downtown location in the 
Winchell Building, 29 Locust Street. 
At the new factory, two entire floors of 
a floor area of 35,000 square feet are 
utilized for shoe production, with every 
— facility for McKay manufac- 
ure. 


Style in Eyelets 


Novelty footwear is not complete 
without novelty eyelets to give just the 
right finishing touch. This touch can 
be added by using fancy diamond brand 
fast color eyelets. The United Fast 
Color Eyelet Company have ready a 
sample card showing more than a score 
of up-to-the-minute designs and colors 
from which a selection can easily be 
made to meet the manufacturer’s most 
exacting requirements. 





sie se 


IS = 


ae 











thee a ae 


72 





BOOT AND SHOE RECORDER 





April 23, 1927 8 A 











WHERE TO BUY 
Men’s Shoes 








Oo" Shoe te 


FOR MEN outa tae. 











EAST WEYMOUTH. MASS. U.S.A. 








HENRY LILLY CO. 


110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 














(P) rica nan 
BROCKTON ____, 


NETTLETON 
Shoes of Worth 
A. B. NETTLETON CO. 








N. Y¥., U. 8. A. 








Stacy Adams Co. 
Manufacturers ef 


MEN’S FINE 
SHOES 





Brockten, Mass. 
































John M. Thomson Dead: 





John M. Thomson 


Boston—John M. Thomson, founder 
and treasurer of the -Thomson-Crooker 
Shoe Co., died in Naples, Italy, while 
on a world cruise with his niece, Miss 
Polly Thomson. He was 76 years old. 
A radiogram received by his son, 
Charles R. Thomson, president of the 
company, on the morning of April 12, 
stated that his father had collapsed 
and was seriously ill, and later on the 
same day, another radiogram was re- 
ceived stating that he had passed away 
on the night of April 11. Mr. Thom- 
son had been on his trip abroad since 
Dec. 15. 

For a great number of years, it had 
been his custom to visit annually his 
old home city of Edinburgh, Scot- 
land, where he was born in 1851, and 
from whence he came to America as a 
young man, with his shoemaker’s “kit” 
of tools in his hands, a skilled crafts- 
man. He devoted his efforts from the 
start to the making of women’s shoes. 
With Gus Hennessey, he founded the 
old firm of Hennessey-Thomson Shoe 
Co., which operated in West Lynn, 
Mass., for a number of years. Later, 
he organized the Thomson-Crooker 
Shoe Co., which business was conducted 
in Lynn for a score of years, and in 
1913, was transferred to its present 
location in Roxbury, an outlying sec- 
tion of this city. 

John M. Thomson has not been active 
in the Thomson-Crooker Shoe Co. for 
the past few years, having turned over 
his duties to his son, Pres. Charles R. 
Thomson, but as treasurer of the firm 
he kept up his interest in the business. 
The company wil be continued under 
the same firm name, the Thomson- 
Crooker Shoe Co., and under the same 
management as has existed for the 
past seven years, with Pres. Charles 
R. Thomson in charge of manufactur- 
ing; Buford H. Jones, vice-president, 
in charge of sales, and Ed. Cushing, 
secretary. 

John M. Thomson was a member of 
the Boot & Shoe Club, and also a mem- 
ber of the New England Shoe & 
Leather Association. He was presi- 
dent of the Lynn Manufacturers & 
Merchants Fire Insurance Co., and a 
bank director in Lynn and Swamp- 
scott. He was a member of the Lynn 
K. of C., and of St. John’s Church, 
Swampscott. 

Besides his son, Charles R. Thomson, 
he leaves a daughter, Mrs. T. McCon- 
nell of Walpole, Mass., three grand- 








children, and one brother, Robert 
Thomson of Saugus, Mass. The 
S. S. Belgenland, the boat which took 
him on his world cruise, is due to dock § w; 


April 24, and the funeral will probably § ¢,) 
take place April 25. of 
ant 

ian he 

tin 

Unemployment Insurance’ § s+ 
7 7 ° ° e ma 

Bill Killed in Wisconsin § er 
MapIson, Wis.—Shoe manufactur- — 

. : yea 

ers especially, and also retail shoe ope 


merchants in Wisconsin were consid- 
erably relieved as were other lines of § py. 
business, when the Wisconsin assembly 
killed a bill which would provide un- 
employment compensation insurance 
for employees out of work. This is the 
third time such a bill has been propos<d — == 
in the Wisconsin legislature, and it has 

met with a like fate each time. The N 
chief proponents for it are the Socialist : 
party and labor unions. D 


__ The bill would have set up a mutual § oo), 
insurance company which all employers new 
would have had to join, to cover them- eal 
selves on unemployment compensation § . ; 
insurance. Employees who were out of eich 
work would be paid $1 per day for The 
those over 18 years of age, and 50 “the 


cents for those between 16 and 18 ver,’ 





years of age. No person would receive wine 
more than thirteen weeks’ compensa- adio 
tion for unemployment in any single effec 
year. awa} 
hand 

P ner 

Seek New Price List we 

the | 

BrockTtoN—Hearing was given be-f moth 
fore the State Board of Conciliation} asset 
and Arbitration on April 14 on thef thous 
petition of two local concerns, the Cor- part 
coran, Gleason Shoe Co., and the Giv-f store 
ren Shoe Co., seeking a satisfactory) footy 


price list for the manufacture of shoes 
to retail at $4. Requests to the various 
locals of the Boot & Shoe Workers’ 
Union, made some time ago, resulted in 
several conferences at which little defi- I 
nite progress could be made in the 





negotiations, with the result the matte! He 
was submitted to the State Board for and | 
adjudication. Both parties have beer Rubb 
promised a speedy decision by Chair} *hair 
man Fisher of the Board. of the 
ber A 

sion i 

tive r 

Edward Cohen with Sarubbi alli 
New YorkK.—Edward Cohen, promi” Chica, 
nent in New York shoe circles, ha}. _— 

q c 


severed his connection with the Artisti( 
Shoe Company of Brooklyn, and is nov 
affiliated with Sarubbi Shoes, Inc. oj 
684 Broadway, manufacturers of benc! 
made women’s shoes, this city. Mr 
Cohen has become interested in thit} 
firm as a partner, and will supervis® 


7 4 


Aa 3 





C. 





production at the factory, as well aj ATL 
take care of customers in the Nev) was ec 
York office. Mr. Cohen is a man 09) store . 
many years’ experience in the produci ‘ 

tion of women’s fine shoes, having prey @ Che 
viously been in business for himself if) Davise 
Brooklyn. . ‘ partm 
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Stretcher and Lengthener 


Jack Dautch of the 
Walk-In Boot Shop, Buf- 
falo, N. Y., is the inventor 
of a new shoe stretcher 
and shoe lengthener which 
he claims has many dis- 
tinct advantages over the 
shoe stretchers now on the 
market. This new stretch- 
er is made of aluminum 
and is guaranteed for 
years of service. The 
operation of stretching or 
lengthening is controlled 
by the handle. A turn in 
one direction operates the 


stretcher, and a turn in the opposite direction operates the lengthener. 








New Denver Store Opens 


DENVER (UTPS)—The Novelty Shoe 
Company celebrated the opening of a 
new store by giving away for the first 
week a pair of satin house slippers or 
a pair of silk hose, valued at $1.50, 
with each purchase of a pair of shoes. 
The proprietors proudly proclaim it 
“the most beautiful shoe store in Den- 
ver.” The front and long expanse of 
windows that extend down the street 
adjoining are dressed in a brilliant gold 
effect that catches the eye a full block 
away. The windows are large and 


_ handsome and tastily trimmed. A cor- 


ner location not only gives the store 
two entrances but the fact that it is in 
the same building as Denver’s mam- 


-— moth public market is a merchandising 


asset of tremendous worth, bringing 


' thousands of people daily from every 
' part of the city to its very doors. 


The 
store will specialize in medium-priced 


‘YE, footwear. 


New Honor for Derry 
Herbert A. Derry, manager of Sole 


"fh and Heel Sales for the United States 


| Rubber Co., has recently been made 


¢ _— chairman of the executive committee 
' of the Sole & Heel Division of the Rub- 


' ber Association of America. 
' sion is supported by all the representa- 


This divi- 


tive rubber companies. Mr. Derry has 


| just departed on a three weeks trip 


promi 
has 


\ calling on U. S. Rubber branches in 
' Chicago, St. Louis, Dallas and New 
' Orleans and the shoe manufacturing 
} trade in that section. 


C. H. Byck Changes Job 


ATLANTA—Charles H. Byck, who 
was connected with the Byck Savannah 
store for a number of years, is now 
in charge of the floor of the new 


if) Davison-Paxon Co.’s Patrician shoe de- 


> partment. 





Prepare NOW for the peak of 
retail selling in June!! 














La Crosse Co. Expanding 


LA CROSSE, 
Rubber Mills, manufacturers of rubber 
footwear in this city, will soon launch 
a building program which will give the 
factory much additional floor space 
and will increase the production from 
30,000 to 40,000 pairs daily with pro- 
vision for additional production as the 
business expands. 
will add 85,000 square feet of floor 
space which will give the company a 





Wis.—The La Crosse | 


The new factory | 


total floor space of 435,000 square feet. | 


The company now employs 1400 people 
and the force will be increased when 
the new factory building is completed. 
New machinery will be _ installed 
throughout the addition. 


New Douglas Store Opened 


BrockTON—The W. L. Douglas Shoe 


| aie eae 


WHERE TO B 
Men’s Shoes 





HAND TAILORED’ 
HAND LASTED 


N F-REYNOLDs Cou, 
BROCKTON, MASS. . 


STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot te Be Stetson 
te Be Snappy” 
THE STETSON SHOE CO., Inc, 
South Weymouth, Mass. 














Taf ive 


wOnesT aii 


50 STYLES IN STOCK 


Ready for Delivery on the Dot 


EMERSON SHOE MFG. CO. 
Rockland, Mass. 














Co. announces the opening of a new | 


store on Hancock Street in Quincy 


which will deal exclusively in Douglas | 


products. The store is in charge of 
Manager Howard Jensen, with Walter 
Brown as assistant manager. Major 
D. W. Packard, general manager of 
the W. L. Douglas Shoe Co., 
present to supervise the formal opening 
of the store. 


Crandel Joins Forman 


ROCHESTER, N. Y. 
Crandel, formerly with Waters Shoe 


Store, Buffalo, is now a member of the | 


sales staff in the shoe department of 
the B. Forman Company here. 


New Shoe Stores 


J. W. Hutto, Mildred Street, Brew- 
ton, Ala. 

Lloyd’s, E. St. Louis, IIl., shoe dept. 

Nathan Lynch, Nacona, Tex., shoe 
dept. 

Oren Lackey, Sayre, Okla. 

J. W. Hutts, Mildred Street, Brew- 
ton, Ala. 

Lloyd’s, E. St. Louis, IIl., shoe dept. 

Nathan Lynch, Nacona, Tex., shoe 
dept. 

Oren Lackey, Sayre, Okla. 


was | 


| 
| 
| 


} 
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WHERE TO BUY 
Standard Shoe Materials 





STRONG and FLEXIBLE 
COUNTERBOARD 


—Made from Long Fiber— 


by 
The Sterling Fiber Board Co. 
Sales Office: 501 Fifth Ave., New York 











West Virginia 


The best raw materials contribute to 
niformity. 
Pulp Products Department 
WestVirginia Pulp & PaperCompany 
Detroit New York Chicago 








The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Denvoreport, 95 South St., Boston. Mass. 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 
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Men's AIK Leather House Slippers 
IN STOCK 














Send for Bomples 
ROTH & ROSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 

















Novelty Slipper Co. 
Makers of 


Boudoir Slippers eof the 
Better Kind 


121-131 West 19th Street 
New York City 


> abe: <i, 


The Quality 
Pullman Slipper 
RED BLACK TAN 


Swan Shoe Co., Baltimore, Md. 


WW, 














Brass Bros. & Feinroth, Inc. 
62-56 Garden St., Brooklyn, N. Y. 
Novelty Mules—D’Orsays for the 


PARISTYLE FOOTWEAR MFG. CO., INC 
41-48 Washington Ave., Brooklya, N. Y. 
New York Office, Room 1116, 1328 B'way 


WHIGH GRADE TURN MULES and D’ORSAYS 
Gatins, Kids, Brocades and Fancy Patterns 


Ta doz. and Up. 
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WHERE TO BUY 


Store Fixtures 


























GOODWINDOWS 

















Uncle Dudley Is No Prude—But— 


AM not a prude nor a prune. I guess I have gone about all the gaits in 
my younger days. I don’t deny any man the right to do as he darned 
pleases, but sometimes I wish he wouldn’t do some of the crazy things we 
see so much of now. I never lecture about the girls and their ways. They 
may be ever so wild. Let ’em go it. It’s their affair. But they will all come 
to the time when they look back and say: “Gosh, what a chump I was.” 


When I was about 16 an old man said to me: “Boy, you know more now 
than you ever will again as long as you live.” At the moment I paid no 
attention to his remark. Later I thought it over and got mad. What right 
had he to make a crack like that at me—darned old fossil. But, as I cooled 
off I began to wonder just what the old chap meant by it. Could it be that 
he intimated I was a Smart Alec? That I was showing off? That night I 
asked my mother about it and she, wise little old lady, told me some very 
plain truths. She told me that I was getting too big for my breeches. That 
if I did not watch my step I was going to degenerate into a regular “village 
cut up.” And so on, and more to that effect. 


Let me tell you folks, it hurt. I went to bed and thought it over. And I 
am thankful to this day for the wisdom of those two old people who had 
the courage to stop me when they did. The old man had the brass to come 
right out and rebuke me. Then mother came right to bat when she saw her 
chance. And from that time I tried to be less and less of a “show off.” I 
quit my wise cracking. I quit telling older people all about everything. 
I said to myself that I was only a green, callow youth, an ignorant chap that 
needed a lot of wise counsel. I listened more and said less. And day by day 
I began to learn—really. 


I wish I could tell you boys ard girls about some of the things that I have 
tripped over and which hurt, hurt me badly. I wish I could take a few 
leaves out of my book of experience and lay them before you. Maybe they 
would show you the folly of doing certain things that a lot of you are doing. 


The thing that gets my nannie worst is to smell the breath of some bright 
young fellow who has been out all night guzzling synthetic gin or worse, 
imagining that he is being smart and showing the world how darned little he 
cares for the Volstead Act. “Personal Liberty” I think they call it. Liberty 
is a thing to fight for. I am strong for independence. It is deliberately put- 
ting chains on the hands. It is only another way of admitting that the chump 


is 





is not free or independent. He is making a slave of himself. 


Uncle Dudley 














Show Windows Remodeled 


CLEVELAND (UTPS)—The Euclid 
Avenue entrance to the Stone’s shoe 
store at 105th St., and Euclid Ave., 
has been altered for better displaying 
of merchandise. A well chosen color 
background and new window fixtures 
tend to show off the shoe items to 
better advantage. Three-legged wood- 
en pedestals are used to match the 
background and lend contrast to the 
shoes displayed thereon. 

J. Harold Roberts, manager of the 
store and children’s buyer for the 
Stones stores, states that business has 
shown a 15 per cent increase over last 
year. Men’s shoes have been going 
especially well while children’s shoes 
have shown an increase every year 
since the store was opened. 


W. E. Booth Retires 


Rocuester, N. Y. (UTPS)—William 
E. Booth, one of the leading shoe mer- 
chants of Geneseo, has turned his busi- 
ness over to his son and retired. He 
has been a merchant for 53 years, open- 
ing his first store in Geneseo when 
Grant was serving his second term as 
president. 








Prepare NOW for the peak of 


retail selling in June!! 

















Red Man to Open Another 
Store in Pittsburgh 


PITTSBURGH, (UTPS)—wWilliam Win- 
field, manager of the Red Man Shoe 
Shop at 425 Smithfield Street, an- 
nounces that his firm will open a new 
store at 312 Diamond Street, here, 
about April 30. The store, which will 
handle everything up to the minute 
in the Red Man line, will also carry 
the new men’s “correctifying” which 
they recently added to sell at $8.50, 
their regular price being $6.50, and 
will be under the management of Moe 
Winfield, his brother. 

Mr. Winfield promises something un- 
usual in store fronts, and adds that 
the shop will carry throughout the 
same note of attractiveness which the 
front will display. 

He declares that they are more than 


satisfied with their Easter business 


which was very brisk and that business 
now is of the same order. 





New Findings Firm 


CLEVELAND (UTPS)—Papers have 
been filed with the secretary of state 
chartering the Blake Manufacturing 
Co. of Cleveland, with a capital of 250 
shares of stock, no par value to manu- 
facture and deal in all kinds of leathers 
and findings. The incorporators of the 
new company are Belden H. Blake, 
Erwin F. Eaton, James M. Gilchrist, 
Minnie Otto and Elias S. Caraboold. 
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Ask Us 
Another 


By Everett H. Dunbar, 
Footologist, of Lynn 


. What is the main mission of feet? 
To carry man along life’s journey. 


How much will feet carry? 
More than a million pounds. 


How many bones in the feet? 
Twenty-six. 
Name the chief groups? 
toe groups. 
What are the joints of the foot? 


PO POPS bo bo 


by synovia. 
What are ligaments? 


po 


the hinges, or joints. 
What are the muscles? 


What is the skin of the foot? 
The epidermis that holds 
protects it. 


What are the nerves of the foot? 


BO BO bo bo 








If a man, weighing 160 pounds, takes 10,000 
steps daily, then the day load on his feet totals up to 1,600,000 pounds. 


The tarsal, metatarsal and phalanges—sometimes called the ankle, foot and 
The hinges, held together with gristles, padded with cartilages, and lubricated 
The cords that tie joints together, in such a manner that they will flex on 


The masses of flesh and fibre that move the bones of the feet. 
How many motions can the feet make? 
Nobody has yet counted the great number of them. 


the foot as constructed by 


The delicate cords that tell when your feet hurt you. 


nature, and that 
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WHERE TO BUY 
Ballet Slippers 
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BALLET SLIPPERS—IN STOCK 
the unusual kind 
S102 Bik. Glazed Kid. Soft Tee 
Chlld’s 6 tw 1i—61.96 
Misses’ ti \< 
Women's 202 too He 
Alesse Hard Tes 
SCHWARTZ & HERDER, Inc. 
falists in Ballet Manufacture 
341 No. 11th Street - Philadelphia, Pa. 











HAND TURNED, BLACK KID 
BALLET SLIPPERS 


IN STOCK 
Women's, $1.85; 
children’ i 25 

*. $1. 
Mall orders 






Bend for 


8 tten 
GOTH & RUSLABERG SHOR CO. 
124 N. Srd St., Philadelphia 














In Stock Black Bal- 
let Slippers 
Ladies’ 1.25 b 
iid pe. 
1.15 pe. 

BLOG SHOE CO., INO, 
147 Duane 8t., 


New York, N. Y¥. 

















0. L. Bonney Installed 
as Tidewater President 


RICHMOND, Va. (UTPS)—Oswald L. 
Bonney, president and manager of the 
Walk-Over Shoe Company, at Norfolk, 





Va., has been installed as president of 
the Tidewater Retail Shoe Dealers’ 
Association at a meeting of that body, 
and, in his address of acceptance, he 
spoke of the benefits accruing to deal- 
ers through the association since the 
inception. The meeting was held at 
the Walk-Over Shoe Store, at 267 
Granby Street, and was attended by 
members from Norfolk, Portsmouth, 


Suffolk, Newport News, Hampton, 
Phoebus and other Tidewater terri- 
tory 


Mr. Bonney spoke of his early ex- 
periences in the shoe business during 
his address, telling of the long hours 
that clerks were forced to work thirty 
years ago. He then told of the first 
retail clerks’ association that was 
formed, and how it benefited those who 
joined it, and aided in shortening the 
hours of shoe clerks. ‘ 

“At that time,” Mr. Bonney said, 
“shoe merchants knew very little about 
their competitors, but today, thanks to 
the association, we are drawn very 
closely together. We enjoy friendly 
cooperation today. If there is an arti- 
cle in my store that is wanted by a 
competitor, he is welcome to it, even 
though it may be the last size or pair.” 

Mr. Bonney concluded his address by 
prophesying a prosperous year for shoe 
men in the Tidewater territory. 

After the installation of officers 
and speech-making, refreshments were 
served and the association adjourned 
to meet again in May. 





Douglas Has “Self-Serve” 


ROCHESTER, N. Y. (UTPS)—The W. 
L. Douglas Shoe Company introduced 
an innovation in shoe merchandising in 
this city by opening a self-serve shoe 
store at 53 State Street. This store 
formerly housed the firm’s shoe store 
for men and boys which is now located 
at 79 Main Street East. 

The women’s outlet store, as the new 
venture is known, was opened April 16 
under the management of Charles J. 
Chester. All shoes were offered for one 
price, $1.79, and included values up to 

The shoes are arranged in racks 
with the size plainly marked so that 
patrons of the store may select the 
pair they want, try them on and, if 
satisfactorv. take them to an employee 
of the store, who receives the money 
and wraps them. 

The stock consists of short lines, dis- 
continued styles and drummer samples. 
Buyers are offered the alternative of 
returning the shoes and having their 
money refunded if they prove unsatis- 
factory after getting them home. 





Baltimore Stores Closing 


BALTIMORE (UTPS)—Two local shoe 
retailers will discontinue business, ac- 
cording to recent announcements. These 
are H. Wittmer, who has conducted a 
retail shoe establishment for years at 
535 North Gay Street. The reason 
given for discontinuance is that he has 
been forced to vacate the building. 
The other shoe retailer to discontinue 
business is Aaron Rosenfeld, 607 East 
Baltimore Street. Mr. Rosenfeld has 
maintained a store at the above loca- 
tion for a number of years. 


Su mith 
BALLETS 


Rights and Lefts. 
Tw 











o ©Grades. 
Miss. Chi 
$1.50 $1.45 $1.40 
5 1.20 1.1 
we. 
SUMNER 
I SMITH 


25 W. Monree St 
Chicago, Ill. 








LYONS AND COMPANY 


Hand Taro BALLETS 
Wo's. Miss’. Ohd's 
$1.46 $1.40 $1.85 

Also Hard Toes 
IN STOCK 
Send for Samples 
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WHERE TO BUY 


Shoe Ornaments 





















ZER BROTHE 
Newest Importations 
Cut Steel and Rhinestone 


SHOE ORN. 
Studded Heels 
6°8W32ndSt.New 


Fon Sy A. 
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WHERE TO BUY 


Women’s Novelties 
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ISS NNN YY 
Patent Sandals :— 


Plain and trimmed 
in stock. Samples 
sent and returnable 
our expense. 










Samuel Cohen Shee Ce. 
72-82 Linesin St. 
Boston, Mass. 





Latest Styles at 
Popular Prices 
in Stock. ~ 
STL.~NEW YORK CITY 

















WHERE TO BUY 


Arch Supports 








Bachman’s Arch Lift 
(For men’s shoes) 
A Rubber Lift for outside of shoe 
shank, removes the cause of arch trouble 
by holding shank up to the foot. Flez- 
ible and comfortable; nothing in the 
shoe but your feet; retails at 75c. pair; 
sample pair to dealers 40c. (postpaid). 


W. S. Bachman 
1300 W. 9th St., Wilmington, Del. 
Pat. Applied For 
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“WHERE TO BUY 
Children’s Shoes 








“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 


WHERE TO BUY 


Miscellaneous 




















ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 


Producers of Distinctive Shoe 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 
Telephone LIBerty 8673 








STUDY CHIROPODY 


Make S660 te 615,000 a Year 
Become a. Doctor Chiropody. 


Fy 


in world. of 2 

cates Pins and’ cueomett. “Fou 

teenth successful year. requirements, 4 
or Course, 


if 


high school or equivalent. . 2 
Next classes, October." Opportunt 
while Write for catalogs” Dent B. 
OLLEGE OF CHIROPCDY 
Street, Chieage 














‘*‘Atmosphere”’ Plus in This Salon 





That indefinable “something,” a restfulness, charm and air of good 
taste, pervades the new Zegora shoe salon recently opened on upper 
Fifth Avenue, New York. The salon consists of three charming rooms, 


the largest of which is pictured here. 


Another is used for an office, 


while the third is fitted up in more intimate style for private measur- 
ing and fitting. The walls are bluish silvery gray, the furnishings 
period antiques, with rugs, draperies and lamps to harmonize. The 
shoes are carried in antique cabinets and dressers. 


Salesmen Traveling for 


Alfred J. Sweet, Inc. 





Alfred J. Sweet 


AUBURN, Me.—The inspiration of a 
“boss” who has been and is a’ top- 
notch salesman accounts in no small 
measure for the success of the men 
who travel for Alfred J. Sweet, Inc., 
of this city. Below we list the men of 
the sales force and territories covered: 

Edward Adams, St. Louis and vi- 
cinity and Eastern Missouri; W. F. 
Barber, Kansas and Oklahoma; M. C. 
Bentley, Michigan, except the Penin- 





| sula; J. C. Caldwell, Virginia, Mary- 


land, Delaware, except Wilmington and 
Washington, D. C.; C. E. Carpenter, 
Colorado, Utah, Wyoming, S. E. Idaho, 
New Mexico, Arizona, El Paso, Texas; 
A. B. Cohn, Washington, Oregon, 
N. W. Idaho, Montana; J. W. Cowen, 
Jr., Tennessee, Alabama, except Mobile 
and Eastbrook; J. A. Fielding, Maine, 
New Hampshire, Vermont, Boston and 
vicinity; A. L. Goldberg, N. W. New 
York City (N. W. of Fifth Avenue and 
Fourteenth Street) ; E. Hinds, 
southern California; L. R. Hodge, 
Texas, except northeast section and E! 
Paso; George Huber, Brooklyn, Long 
Island; L. K. Johnson, Chicago and 
vicinity; Racine, Wisconsin; H. W. 
Legge, central Pennsylvania; W. D. 
Lever, Jr., Georgia, Florida, except N. 
W. section; Al. Levy, northern New 
Jersey; N. J. McManus, east Ohio, 
west West Virginia; F. C. Mahar, 
New York State, except New York 
City; H. J. Marks, Louisiana, Missis- 
sippi, Mobile and Eastbrook, Ala., and 
Pensacola, Fla.; J. G. Mazur, Illinois, 


except Chicago; L. Morris, N. E. New§ 


York City. (N. E. of Fifth Avenue 
and Fourteenth Street); K. B. New- 
comer, Iowa and Nebraska; W. O’Conr- 
nor, northern California; W. W. 
Risher, Indiana and west Kentucky; 
J. J. Scanlon, Philadelphia, south New 
Jersey, Wilmington, Del.; J. L. Shep- 
herd, Missouri, except St. Louis, Ar- 


kansas, N. E. Texas; G. E. Small,B 


Connecticut, Rhode Island, Massachuv- 
setts, except Boston; R. E. Smith, west 
Ohio and east Kentucky; H. W. Web- 
ster, Wisconsin and Michigan Penin- 
sula; W. Westbrook, North and 
South Carolina; and W. A. Zeiger, 
western Pennsylvania and east West 
Virginia. 


April 23, 1927 











—— 














— 


CT hs) 
690 





























April 28, 1927 








Cannot catch 
the hosiery with 





“HUBTIP”’ 


“No Metal Tip” Shoe Laces 


Strong —Serviceable—Good 
Looking and Good Wearing 


“Hubtips” from “Tip to Tip” are made 
of high grade braid. To Tin Tags to 
catch fingers—hosiery or pull off. 
Laces are kept clean and neat in find- 
ings case. Each pair “Hubtips” come 
in individual carton, 72 cartons in gross 
cabinet, Tan, Brown and Black. 


READY SELLER FOR QUALIT Y— 


‘““HUBTIPS” 


Manufacturers 
FRANK W. WHITCHER CO., BOSTON, MASS. 
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BIG TOWN 
UPWARD BOW 


This fast selling novelty, made from a choice 
assortment of the spring season’s choicest leathers, 
is uniformly fitted in two-tone effects; sells readily 
at one dollar per pair. : 


_All one color, with fancy border .85.00 per dozen pairs 


Assorted Leathers ...... 


No. 5% ‘The wes ” 
STA-UP ees d a west bow 


BORGES GHRIGD covecccscccccosces 


5.50 per dozen pairs 


ume shape as above— 
#6.00 per dozen pairs 
6.50 per dozen pairs 


We Manufacture a Variet~ of 
Per Doz. Pairs 
. 83.00 to 85.00 


Khinestone Vamp Devcorations............ : 


Beams Cotenial Bases occ ccccccccccseess -. 14.00 to 18.00 
BOERS TOUGREED 2c cccccccccccececcsesccccse 3.60 to 4.80 
Lino Pat. Lea. Instep Straps.............. 3.00 
Black Satin Drilled Back Folded Instep Straps 5.00 


Get Acquainted With These Profit Producers 


Manolis Manufacturing Co. 


(Formerly Ideal Mfg. Co.) 


4248 No. Crawford Ave., Chicago, Il. 











A Boudoir Buy 


Almost any merchant can build up a 
steady demand for Greeley Boudoirs— 
the sensible, everyday slipper which we 
carry in-stock for immediate delivery. 
In black or colored kid. 
With leather or rubber heels. 
Try your jobber first—and 
if he cannot supply you— 
write us. 









IN 
STOCK 


36 Pair Cases Deliveries At Once 


A. W. GREELEY 
oe 12 Duncan Street - - - Haverhill, Mass. @ 
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The Belvedere Hotel 


48th Street, West of Broadway, New York City 
Times Square’s Finest Hotel 


Within convenient walking distance to important 
business centers and theatres. Ideal transit facilities. 
450 Rooms—450 Baths 
Every Room an Outside Room—With Two Large Windows 
Large Single Rooms, size 11’ 6” x 20’ with bath, $4.00 per day 
For Two, $5.00 Twin Beds, $6.00 
Large Double Rooms, Twin Beds, Bath, $6.00 per day 
Spectal Weekly Rates 


Furnished or Unfurnished Suites with serving pantries, $95 to $150 
per Month 


Mederately Priced Restaurant Featuring a Peerless Cuisine 
Iliustrated dooklet free on request 
CURTIS A. HALE, Managing Director 
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Good Advice 


will save money for you on your 
next visit to New York. The pop- 
ular Hotel Martinique offers clean, 
comfortable, well appointed ac- 
commodations at rates as low as 


$2.50 per day 


Once you have enjoyed the splen- 
did food—perfect service and ex- 
ceptional economy of this modern 


New York 


hotel, ‘you'll always be — like 
thousands of others—a welcome 
guest at the Martinique. Stop in 
—we’ll be glad to see you. 


A. E. SINGLETON, Res. Mgr. 

The BEST without extravagance. 
HOTEL MARTINIQUE 

Affiliated with Hotel McAlpin 


BROADWAY, 32nd to 33rd STREETS 
NEW YORK CITY 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoo Recorder, 207 South Street, Bowen, Blan. on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 


4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
7c per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 


When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 























SALESMEN WANTED 


SALESMEN WANTED POSITION WANTED 





ALESMAN—To wholesale, chain store and 





State of Ohio 
Open for man with big following. 
Have established trade. Write giv- 
ing full details at once. 


BLEECKER SHOE CO., INC. 
138 Duane St., New York City 


department trade open for position 


large 

District Representative Wanted after Tey lst, desires connection with factory 
for popular price line Growing Girls’, who can produce volume business. Salary or 
Misses’, and Child’s McKays. No objec- drawing account against commissions, highest 
tions to other lines if you are a producer. reference, long experience, extensive acquaint- 
Some attractive Middle West and South- ance. Can handle Men’s, Women’s or Juve- 
west districts with established accounts nile lines Welts or McKays. Address C-782, 
still open. Address C-772, care care Boot and Shoe Recorder, 207 South St. 
Boot and Shoe Recorder, 207 Boston, Mass. 


South St., Boston, Mass. 





ARE you interested in obtaining the services 





of a salesman who has done a business of 
$100,000 from January Ist to April Ist this 





SALESMEN WANTED 


Three territories are open for high grade 

salesmen who have a following and know 

children’s shoes and men’s slippers for 

Ohio and Indiana—California, New Mex- 

ico and Arizona—and all Northern States. 

Liberal commission. Pride Shoe Com- 
any, 1709 Locust St., St. Louis, 
o. 








WHOLESALE SHOE SALES- 
MEN WITH SUBSTANTIAL 
RECORDS 


Three territories available. Quality 
line of Young Men’s snappy go- 
getter shoes. Will compensate 
according to established record. 
Applications held strictly confi- 
dential. We want real shoe sales- 
men. Experienced. No others 
need apply. 

Address C-725, care Boot & Shoe 


Recorder, 207 South Street, Boston, 
Mass. 











FIRST CLASS SHOE SALESMAN to intro- 

duce our line of high grade baby shoes in 

New England. Also one to cover Middle At- 

lantic and middle Western States. CREST 

— CO., 20 Plymouth St., Worcester, 
ss. 





S"inown "Dr. biggest little side line ever 


Ray’s ‘PADDLERS,’ _ When’ 


, tly to Walk. ” —Smoothest, 

est, most flexible shoe made. Not a tack 
or staple used. One small case holds them. 
see service from stock. It costs you two 

for all information. Address oa“ 
MANAGER, 276 Sanford St., Rochester, N. Y. 





SALESMAN— Experienced for New York 
ro Brooklyn and Connecticut. For Job- 
Popular Price General Line to Retail 
Trae. Address C-777, _—. Boot and oe 
Recorder, 239 W. 39th ’St., New York, N. Y. 


SALESMAN WANTED—Territories open in 
Kansas, Oklahoma, Arkansas. Texas, Iowa, 
Missouri, Minnesota, on “OSTEO-PATH- 
IKS,” nationally advertised line of men’s dress 
welts. Men with ow trade living in 
their territories rred. Give full ba 
ALLEN-SPIEGE STOr MFG. COMPANY 
Belgium, Wis. 





year in Ohio, Michigan, Illinois? I have ac- 


WANTED complished seven months’ work in three and 

- find I have the next four months’ time on my 

Live wire salesman with women’s hands. Can furnish the best of reference from 

line to carry strong side line, chil- my present employers. Address C-776, care 

dren’s shoes in Illinois and Indiana. Boot and Shoe Recorder, 189 W. Madison St., 
In stock. Liberal commission. Re- Chicago, II. 


ferences required. Address C-781, 
care Boot and Shoe Recorder, 189 
W. Madison St., Chicago, Ill. 








HELP WANTED 














Traveling Salesmen Exceptional 
Wanted . 
to an on a ny BB rat of Opportunity 
’s $5 retailers an j ta . ow 
Denes pe canines Geumniaatonn. Wanted—good live manager and 
Send references with first letter. buyer for women’s medium price 
Kannally Shoe Co., Newton, Ill. and high grade Booterie in good 








live Southern City, annual sales 
approximately 100,000.00. Com- 





























eb SHOE SALESMEN 
ANTED, to sell manufacturer’s line of pany owns several stores wants 
path... priced Infants’, Children’s and Misses’ partner manager with at least 
Turns and Goodyear Welts. All shoes are $5,000.00 capital to take over ac- 
made of good materials in order to give the tive management of one store. Do 
best of service, and the line is composed of the 1 7 - lif 
latest novelties in Children’s shoes, both not answer unless you can Qualify. 
leathers and patterns. ‘Can be sold with non- Address C-779, care Boot and Shoe 
conflicting line. Commission only, and refer- Recorder, 207 South Street, Boston, 
ences =. = first letter. Any territory Mass. 
where we ar represented at present. 
ROHRER & COMPA NY, Orwigsburg, Pa. 
ANTED—Salesman to carry high grade 
Wax tree as a side line on commission. Ad- LINE WANTED 
dress ROME SHOE TREE CO., 908 Flush- 
— ee OLD .ESTABLISHED CONCERN, dealing 
in imported shoe buckles, desires to carry 


ALESMAN WANTED to carry a_ general 

jobbing line for the central part of Pennsyl- Hae of Bast om ~_ indies’ .o— bomen 
vania, ene one living in the Anthracite 603, N York City. ater reet, Room 
Coal region. ddress C-775, care Boot and « we See Vey 
Shoe Recorder, 207 South St., Boston, Mass. ALESMAN with excellent following among 


ANTED—Salesmen with established trade the best trade on the Pacific Coast desires 


connection with reputable manufacturer’s line. 
in Pennsylvania, excepting Philadelphia, by Thoroughly experienced and capable of selling 

















. a ahd tas Ph pry wy A — volume. Maintaining office in San Francisco. 

experience and reference in first letter. Ad- Address C-773, care Boot and Shoe Recorder, 
dress C-771, care Boot and Shoe Recorder, 207 207 South St., Boston, Mass. 

South Street, Boston, Mass. LINE WANTED—High class salesman with 

= oh - egg ee eae —w oe for 

one of the largest manufacturers of shoes, 

POSITION WANTED wishes to move to Los Angeles and wants a 





line for Pacific Coast. Address C-774, care 

BUYER and Manager for a department or Boot and Shoe Recorder, 207 South St., Bos- 
store: fifteen years’ experience with medium ton, Mass. 

and highest grade men’s and women’s shoes. = — = 

My experience covers every phase of the shoe WANTED—Line of shoes for Michigan, in- 

game. At present assistant to a successful State cluding Detroit. Ladies’ line preferred. 

ey buyer. “ow C-738, care wet and Seven years’ acquaintance with trade. Best of 


hoe Recorder, 189 W. . Madison St., Chicago, references. Address C-778, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 
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BUSINESS OPPORTUNITY 


WANTED TO PURCHASE 





GLASS EYES 











Opportunity for 
Shoe Men 


A prominent manufacturer, estab- 
lished 50 years, making one of the 
best lines of women’s high grade 
style and orthopedic footwear, with 
largest stock service in United 
States, is prepared to present this 
exclusive franchise to responsible 
parties. Realizing there is an in- 
creasing demand for specialization 
and branded products, we are pre- 
pared to back energetic young men 
with some capital and the ability 
to visualize. This proposition is 
open and will bear close investiga- 
tion. Please give in your first let- 
ter details as to responsibility, 
amount of capital available, experi- 
ence, references, etc. 


Address C755 
c/o Boot and Shoe Recorder 
207 South Street, Boston, Mass. 

















FOR RENT 





HIGHEST CASH PRICES a, 
for entire shoe stocks. We also 
surplus or slow sellers. ——, I... > chest. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corres- 
pondence confidential. Established 1890. 


MAX GLAUBERG 
436 Grand Street, New York City 


We also purchase clothing, bate, tarnicht 
goods, etc. Dry Dock 0358 








GLASS EYES 


For Bunny - Kitten, 
Children Slippers and 
ether decorative pur- 
poses. 
G. SCHOEPFER 
16-18 W. 36th St. 
NEW YORK 











Bunny Eyes 











CASH PAID 


for entire shoe stocks or surplus stocks 
shoes or other merchandise. Any roe oy 
Prompt attention given. 


KIRSCH-BLACHER CO., Ine. 


622-624 Broadway, New York, N. Y. 
Phone Spring 1443 











Sell Us Your Left Over 


New York Export Purcuasine Coap. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 














SHOE DEPARTMENT 
FOR RENTAL 


High class apparel shop, best loca- 
tion in town of 135,000 population. 
Third largest city in Pennsylvania. 
Catering to the better trade, not 
popular priced lines. Write for par- 
ticulars. Address C-780, care Boot 
and Shoe Recorder, 239 W. 39th St., 
New York. 








Salem, Mass.—Store 


for rent 16 x 100 in heart of the 
business section, a live city. Ap- 
ply to 

THE ROGERS Co. 


453 Washington St., Boston 

















FOR SALE 


R SALE—Shoe store in one of Chicago’s 

most staple and fastest growing suburbs; 
good established trade; will invoice or close 
out stock and lease to a chain shoe store. Ad- 
dress C-769, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 








§ HOE STORE for sale, live railroad and fac- 

tory town, 3,000 population. Clean stock of 
= $4,500. ‘Address Box 993, Sidney, New 
ork. 








EMPLOYMENT SERVICE 








A thoroughly organized service, highly 
specialized office, established to assist the 
empleyer to find the trained office, sales or 
factory executive. Alse to help qualified 
men and women locate the particular pesi- 


tion they desire. 
Confidential to employers without charge! 


service 
PETERS EMPLOYMENT SERVICE 
31 State St., poston, Mass. 

















MERCHANT NEEDS 








Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 


Made in all styles 
to suit any shelving 
condition. 


Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 














MERCHANT NEEDS 















Wi NDOW 
DISPLAY FIXTURES 
4nade by 


SEGALLE SONS| 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS | 
SEND FOR CATALOG, 
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LABELS 


The DISTINCTIVE and 
PERMANENT MARK 


OF Fe 9 OL EID 
WEAVING CO. 


33-39 W.34 TH ST. -NN-C. 
Phone WISCONSIN BI3Z0 


































































r 
IN WOOD ONLY ,6BuT IN MANY PERIODS, 


To Make Your Show Windows 
Profitable These 3 Conditions 
Are Important: 


lst—A good Window 
Display Man. 

2d—Change the Dis- 
plays very often. 

8d—Use Wood Dis- 
play Fixtures that are 


well made, correctly pro- 
portioned, interchange- 
able, and _ nicely  fin- 
ished. 





Always bear in mind that 
“Many Sales are Made on the Sidewalk’’ 


At half the 
rent you are 
paying, you 
would not board 
up your show 
windows. This 
means they 
have a certain 
value. If neg- 
lected they 
become very 
costly. If util- 
ized right they 
can be made 
very profitable. 





Shoe Store 


Furniture 








Ask for 
Book All 
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“Enna Jettick”’ on Tour 


ROCHESTER, N. Y. (UTPS)—A 
specially equipped automobile which is 
touring the state advertising “Enna 
Jettick” shoes, manufactured by Dunn 
& McCarthy, Inc. of Auburn, N. Y., 
spent a day in this city last week and 
attracted much attention. 

. Greeley, advertising manager 
of the shoe firm, who is in charge of 
the tour, visited the shoe department 
of Edward’s department store, which 


BOOT AND SHOE RECORDER 


handles Enna Jettick shoes in this city. 
He reported that the advertising car 
is attracting much attention wherever 
it goes and is enthusiastic over the re- 
sults of the tour so far. 





Two New Cleveland Shops 


CLEVELAND—The Chisholm Com- 
pany, opening several exclusive men’s 
shoe stores here is to open a new unit 
soon at 715 Euclid Avenue. 


April 23, 1927 


The Stylecraft Company will open 
a men’s shoe shop at 1948 East Sixth 
Street, a location recently vacated by 
the Emerson Shoe Company. 





New Keith Office 


New YorkK—A new wholesale office 
for the George E. Keith Company has 
been established here at 121 Duane 
Street, with E. C. Winters and H. A. 


Holzer in charge. 











STORE SUPPLIES 
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MERCHANT NEEDS 








MERCHANT NEEDS 














poles Weak 
TILTS AT ANY ANGLE 


Small, Neat, Everlasting with many 
advantages over common pin. Slips on 
high- 


Refund if unsatisfactory. 
M. D. POLLINGER CO. 








TIRE. 





ESTABLISHED 1890 


LABEL 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


Gath nas gaara OR 
2©3-271 LEXINCTON AVE , BROOKLYN. NY 
AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 











Information for Shoe Merchants 
The advertising pages of the Boot and Shoe 
tute an almost inexhaustible source 
and what buy. 


Recorder consti 
of infofmation as to where to 
They are worthy of your closest attention. 





416 Victoria Bldg. St. Louis, Mo. 




















IMPORTED— ENGLISH ~ 


Riding Boots 
IN STOCK 


Perfect fit and perfect shape 
are the characteristic fea- 
tures of these British boots. 
The long time English proc- 
ess tanned leather used in 
these boots assures durabil- 
ity and comfort. And they 
are put together by real boot- 
makers who have devoted a 
life time to this work. 

















MEN’S 
16.50 PAIR 


Sizes 5 to 11 
Widtha 2B to E 


WOMEN’S 
14.50 PAIR 
Sizes 3 to 8 
Widths A to D 
Brown or Black 
Willow Calf 


We carry all riding accessories, boot trees, boot hooks, 
boot jacks, non-rust spurs and chains, riding crops. 
Also—leather puttees in large variety. Send for catalog. 


COLT CROMWELL CO., Inc. 
596 BROADWAY NEW YORK, N, Y. 











Proper Fitting of Shoes Now 
More Important Than Ever 


With new lasts being developed, with 
people’s feet showing changes because of the 
country-wide interest in outdoor activities, 
your retail shoe salesmen should know 
everything there is to be known about foot 
structure, last measurements and fitting gen- 
erally. This information can be obtained in 
concise form in the fifth revised edition of the 


SHOE AND LEATHER 
LEXICON 


A very valuable book for everyone con- 
nected with the shoe and leather industry. 
All the unusual terms, as well as those in 
everyday use—defined and explained. An 
asset to anyone who wants to read up on 
shoe and leather terms. More than a dic- 
tionary—almost an encyclopedia. 


The Price Is Only Fifty Cents 
(Cash with Orders) 





Boot AND SHOE REcorDER PUBLISHING COMPANY 
207 South Street, Boston, Mass. 
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Woman at the Helm in Shoe Store 
That is Sixty-Five Years Old 


Frances Eitman Has 27 Year Service Record 


HE Eitman Shoe Store, Fort 
| Madison, Iowa; recently cele- 
brated its sixty-fifth anniver- 
sary. This high-grade family shoe 
store has an interesting history: it 
was started in 1862 by William Eit- 
man, retail shoe salesman at the for- 
mer store of Barhydt & Tizzert of 
Burlington, Iowa, who upon being 
told by a woman customer from this 
city that she wished Fort Madison 
could have “a real, exclusive shoe 
store,” immediately acted upon the 
suggestion. As he was thoroughly 
sold on the idea himself, he success- 
fully sold it to the senior partner, T. 
W. Barhydt, and together, the very 
next day, Messrs. Eitman and Bar- 
hydt boarded the steamboat for Fort 
Madison to look up a location. With- 
in a week from their visit to this city 
they had agreed to make the venture 
as a partnership, and former Retail 
Salesman Eitman became the pro- 
prietor of Fort Madison’s first ex- 
clusive shoe store. 

For ten years Mr. Barhydt con- 
tinued as silent partner, when Mr. 
Eitman purchased his interest and 
became sole owner of the Eitman 
Shoe Store, which has remained con- 
tinuously in the ownership and man- 
agement of the Eitman family ever 
since. During the past 27 years this 
establishment has been managed by 
Miss Frances Eitman, who came 
into the store as a young girl, just 
out of high school, to help her 
father temporarily; the arrange- 
ment pleased her so much that 
Frances decided to remain with him 
assaleswoman. Atthe death of Mr. 
Eitman, in February, 1900, Miss 
Eitman “carried on.” 

For the first decade of years that 
Miss Eitman managed the store, her 
only help came from another young 
woman, Miss Nynn Yotter, who is 
still with Miss Eitman as saleswo- 
man and assistant buyer—‘“Miss Yot- 
ter is greatly valued by me,” writes 
Miss Eitman—and a boy, who worked 
for Miss Eitman when school was not 
in session. Another ten years rolled 





Miss Frances Eitman 


on. Business was growing, and Miss 
Eitman felt the need of having a 
man salesman give his entire time 
to the trade; this year, another 
young salesman was added. These 
two men are Irmel Youell, salesman 
and assistant buyer, who specializes 
in men’s’ shoes, and Marshall 
Thomas, salesman and assistant dis- 
play man. 

Upon the urgent request of her 
loyal and enthusiastic sales staff, 
Miss Eitman sends us the attractive 
four-page “Eitman Shoe Store’s 65th 
Anniversary Section” of The Eve- 
ning Democrat, Fort Madison Iowa. 
This “special” is printed on green 
paper in black ink, and contains a 
picture of her father, photos of the 
store’s personnel; the photo of the 
front of the new and beautiful Eit- 
man store in the James Block; con- 
gratulatory messages and ads of the 
various manufacturers from whom 
Eitman’s buyers purchase, and the 
store’s own ad, with its keynote— 
to the public—“Serving You Since 
62,” and the merchandising motto, 
“Eitman’s consistently keeps pace 
with the march of progress.” There 
are several footwear style talks 


about the new spring lines, and ex- 
cerpts from the first printed an- 
nouncement of the business. 

Miss Eitman writes to the RE- 
CORDER: “We cater to all kinds of 
people, of course, as is necessary in 
this size of a town, but we are known 
as ‘The Quality Store,’ and try to 
merit this reputation. We empha- 
size ‘Service’ and are very careful in 
our fittings. In the adjustment of 
complaints, our policy is to keep the 
customer satisfied, even when it may 
mean stretching a point or doing 
ourselves an injustice. 

“IT consider that my windows con- 
stitute the store’s best advertising; 
I spend much money in materials 
for trims; I use our local newspaper 
extensively; also make use of bill- 
board advertising, road signs, direct- 
mail, and novelties for children. 


“We ‘participate actively in com- 
munity’ affairs. Last fall, when the 
American Legion was having a 
drive, and again when the local 
Chapter of the Red Cross was con- 
ducting its annual membership cam- 
paign, we decorated our windows on 
each occasion, with wax figures in 
costume, etc. We recently decorated 
for the Mother Goose Pageant, held 
under the direction of the local Cham- 
ber of Commerce. All stores were in- 
vited to present a character, either 
from Mother Goose or from a chil- 
dren’s collection of favorite stories. 
We chose ‘The Old Woman Who 
Lived in a Shoe’ for one of our win- 
dows, having a large shoe built to 
accommodate a twelve-year-old girl 
as Mother Goose and five little girls, 
from two to seven years of age as 
her children. We have kept the big 
shoe in the window and are now 
using it as a setting for a children’s 
shoe display. 

“The other window we trimmed 
to represent ‘Treasure Island,’ using 
an outdoor setting, a treasure chest 
with treasures displayed, and three 
little boys, ranging in age from four 
to ten, dressed in true pirate garb, 
as pirates. This window was of 
especial delight to the small boys of 
the town.” 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right’’; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anv SHoE REcoRDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and 
leather, their production and distribution. 


In this Issue— 


PREPARE NOW FOR THE PEAK....... High Potnt Te June. ....csesecs 33 
Wuy Not MAKE IT “BLack AND 
TAN” INSTEAD OF “BLACK OR 
og OP eee errr r ee The Battle of Colors........... 34 
Tans Will Lead in Sales of Men’s 
Shoes in Next 4 Month. 
THE VOICE OF THE RECORDER...... Opinions of the Editor......... 36 
THE Step-IN, A CLASSICAL TYPE... Another Staple Shoe .......... 38 
THe First Prorir—DiscountT..... By Harold Whitehead.......... 39 
A Cash Discount, When Earned, 
Is a Profit. 
O. P. I. (OTHER PEoPLE’s IDEAS)... By Harry R. Terhune......... 40 
Cash Register Ringing Recipes. 
THE RETAIL SHOE SALESMAN...... By Helen M. Haney........... 42 


Some 100 Per Cent Scores in 
“Ask Me Another” Test. 


Wuat Is SELLING AT RETAIL...... 
Fast Moving Numbers From All 
Parts of the Country—a Real 
Style Survey. 


Stamps SHOw How SHOES ARE 


By Recorder Correspondents ... 45 


EE ded avead-od eereeons Sera Letting the Public In.......... 47 
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Next Week 
you will find 
in the 


Boot and Shoe 
Recorder 








HE Shoe Style Conference Com- 

mittee report in the issue of 
April 30. The entire industry will 
be waiting for the results of the 
combined intelligence of merchants, 
manufacturers, tanners, wholesalers 
and salesmen on the subject of what 
will sell for fall and winter, particu- 
larly in the colors. That’s the high 
spot for you to remember to read. 


UGENE FRANKLIN PEIRCE, 

our color authority, picks “paler, 
even cooler,” tones of color to be 
worn through the really warm 
weather, so there is a profitable place 
for parchment, water lily and white 
in the next turn of the calendar. 
To aid the salesman on the fitting 
floor we will furnish to every store 
a color wheel to show women the 
proper shoe colors to harmonize or 
contrast with the dress colors. If 
shoes are part of the picture, the 
clerk who sells the product of an in- 
dustry must be definite in his judg- 
ments—this sure helps him. 
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This display card, actual size 1214" x 18", 
is furnished Free. Write direct to Harper's 
Bazar, 119 W. 40th St., New York City. 


They are 
Wearing White 


Summer fashions have had their pre-season the modes and colours shown today in 
“‘try-out’’ in the South. Headlines in the the smart shops of the southern watering 
news dispatches from all the important places are the ones that will be sought by 
southern resorts make plain the fact northern women within another thirty 
that white is a certain summer winner. days. 

This is significant and valuable in- May is the month that will set the 
formation for the shoe industry. pace for summer business. The 
It is a reliable fashion sign post store whose windows blossom 
that can be followed implicitly in then with profuse and carefully 


the formulation of plans for in- planned displays of white kid 
: footwear in diversified styles will 
creased summer business. : 


feel the effect of this foresight in 





The experienced merchant knows sei ied tnes the form of a business increase that 
that summer fashions move north Philadelphia will continue actively through 


with the sun. He knows that Wiketne Del. June, July and August. 


Amalgamated Leather Companies, Inc. 


Supreme in White and Colours 


SHOES BY LAIRD, SCHOBER €# CO. 
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